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CALLS THE 
BEST RATE-MAKER 


Commissioners in Denver Hear Paper 
Read By Minnesota State Rating 
Supervisor 
SYSTEMS 


DISCUSSES OTHER 





Says They Have Served Their Purpose 
and Sees End of Their 
Usefulness 


Lawrence W. King, state supervisor 
of rating in Minnesota, delivered an 
address at the commissioners’ conven- 
tion this week, taking the place of 
Joan B. Sanborn, who resigned as Min- 
insurance on 
flat- 
Sys- 
that 


commissioner of 
12, in which he came out 
favor of the Analytic 
after saying 


nesota 
August 
footed in 
tem. In his paper 
there is no such thing as rate making 
monopoly in fire insurance and that 
co-operation in rate-making provides 
the means whereby small companies 
may enter new fields and the expense 
ratio is reduced, he said: 


The Various Schedules 


“It is necessary to follow the trail 
of the various schedules and discuss 
their relative merits and demerits. 


The E. G. R., L. & L., Universal, Pink, 
Pacific Coast and Texas General Basis 
Schedules have served a purpose, but 
their days of usefulness are rapidly 
nearing an end. We will hear no more 
of buildings being given the same rates 
as their respective street numbers, of 
local boards guessing at the hazard of 
risks or of a row or entire class of 
risks taking one rate, as prevailed not 
long ago. The success of any scnedule 
depends chiefly upon its flexibility and 
up to this time only one system has 
been developed which appears to pos- 
sess this characteristic sufficiently to 
endure. To use the words of the Penn- 
sylvania Commission in its 1915 re- 
port: ‘The Analytic System seems to 
be more scientific, exact, impartial and 
just—both to insurer and _ insured 

than anv other that has yet been de- 
vised.’ In other words, it is impartial 
and just—both to insurer and insured 

-because it is flexible. 

“Of course, the successful applica- 
tion of any schedule depends largely 
upon the judgment and experience of 
the inspector, and the attitude of the 
public towards the insurance compa- 
nies depends largely upon the person- 
nel and management of the inspection 
bureau. Now let me say right here 
that what we are striving for is jus- 
tice. If the individual citizen is con- 
vinced that he is receiving justice at 
the hands of the insurance companies, 


(Continued on page 18) 





























Conflagration Proof 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. 





SNOW, President 





Every Agent of ‘“‘THE HOME” is a “‘Booster’’ of the Company 
because of its Constant Interest in his welfare, as such 


FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Haii, Marine (inland and Ocean), Parcel Post, Profits, Regis- 
tered Mail, Rents, Rental Vajues, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm, Full War Cover. 
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advice on 
insurance problems. 


| 
Service | 
Expert | 
E. G. RICHARDS, Manager 


Fire, Tornado, Automobile, 
Sprinkler Leakage, War Risk, 


UNITED STATES BRANCH 
76 William St., 








STRENGTH REPUTATION SERVICE 
| 
North British | Security | 
Xesources ample 
and Mercantile for all obligations. 











Explosion and kindred lines. NEW YORK CITY 






































To the Man Who is Willing—and Will 








We are prepared to offer unusual opportunities for money-making 





NOW and creating a competence for the FUTURE. 
FOR CONTRACTS AND TERRITORY, ADDRESS 


H. M. HARGROVE, President :: Beaumont, Texas 








$3.00 a Year; 25e. per Copy 





MORTALITY QUERY 
NEARS COMPLETION 


Report of Special Committee, H. E. 
Ryan, Chairman, Made to Com- 
missioners in Denver 


IMPROVEMENT BELOW AGE 45 


Amount of Insurance Exposed—To Risk 
Over $29,600,000,000—Death 
Claims $477,000,000 


At the 
surance 


National Convention of In- 
Commissioners the report of 
new mortal- 
The 
preceding report of this committee was 


the special committee on 


ity investigation was made last 


that submitted to the Convention at its 


meeting held in Des Moines in April 


1917. Such report appears in the pro- 
ceedings of that Convention at page 
90, 


The mortality investigation is rapidly 
nearing 
the committees representing the Actu- 


completion and the report of 
arial Society of America and the Amer- 
ican Institute of Actuaries will shortly 
be available in 


published form 


Experience of American and Canadian 


Companies 
The inve tigation comprises experi- 
ence in the United States and Can- 
ada of American and Canadian com 
punies during the years 1900 to 1915 
inclusive, on policies issued from 1848 
to 1914 inclusive. The official report 


goes into the history of the movement 
which led to the new investigation and 
arguments for and against 
‘the adpption of new mortality tables 
in lieu of the American Experience 
Table. It then goes on to describe 
the data selected for study and the sub- 
sidiary investigations made of particu- 
lar groups of risks, both men and wo- 
men, according to habitat and plan of 
insurance, 

The magnitude of the investigation 
may be gleaned from the amount of in 
surance exposed to risk which is over 
$29,600,000,000 (of which more than 
$26,000,000,000 represents policies ie- 
sued on the lives of American men) 
and from the aggregate death claims 
which enter into the experienee ex- 
ceeding $477,000,000. 

In general it may be said that the in- 
vestigation shows an improvement in 
mortality at ages below forty-five, 
while above that age the rates of mor- 
tality approximate, and at times ex 
ceed, those shown by the American Ex- 
perience Table. 

In view of the imminence of the pub- 

(Continued on page 9) 
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Association Adopts 
| Code of Ethics 


A Chart to Guide Life Underwriters in 
Correct Practices in Their 
Profession. 


CRIMINAL OFFENSES 


Recommendation Sent to All Local 
Associations—Report of Scovel 
Ethics Committee 


FOUR 





The National Association of Life Un- 
derwriters at its convention last week 
adopted a code of ethics in the form 
of a chart which will meet with wide 
approval. Charles W. Scovel, of Pitts- 
burgh, chairman of the committee which 
drafted the code after conferring with 
associations all over the country, pre- 
sented the code which was adopted by 
the convention without comment. The 
chart follows: 

Ideals 

The Mother Ideal. Identity of In- 

terest Among All. Insurers, 

Insured, Public. 

The interests are identical be- 
cause Scientific Life Insurance is a 
co-operation, all the lives insuring 
each other. Its companies belong 

many wholly, the others mainly 

to the policyholders themselves, 
35,000,000 now, and growing 
steadily. Over 97 per cent. of both 
the total assets and the total prof- 
its (dividends) are theirs. 

Principles 

A. Personal. Ever Growing effici- 

ency and Usefulness. 

1. Keep thinking and feeling the 
Ideals, institutional and individual. 

2. Study, study, study—Life In- 
surance SERVICES; Human nature 
and NEEDS. 

3. Improve daily work habits in 
use of body, time, effort, money. 

4. Work, Work, WORK. 

N. B. There are professional 
duties. On our skill and work to- 
day depend the widows and or- 
phans of tomorrow. OUR depend- 
ents! 

B. In Soliciting. Truly Profes- 

sional Practice At All Points. 

The Prospect 

1. Real service: His interests 
ours; Advisers even more than So- 
licitors. 

2. All his affairs ‘Confidential, ex- 
cept by express permission. 

3. Show him his NEEDS and the 
SERVICES that fit; make him 
Want It Now. 

4. No Confusing him with forms, 
figures or details, of policy or com- 
pany. 

5. No Misrepresentation made, or 
Misunderstanding permitted. 

6. No Rebating, or other dis- 
crimination. 

7. No Twisting, of own company’s 
policy or another’s. 

Competition: 

1. All agents of all companies are 
“partners on the job” of insuring 
the people. 

2. Shun Competition as “bad bus- 
iness’—wasteful of effort; breeder 
of evils. 

8. 1f really unavoidable, use 
methods fair to All concerned. 

4. Know when it should cease. 

5. Always leave him a_ better 
Booster and Prospect for Life In- 
surance. 

Within the Agency 
Active, Mutual Helpfulness. Gen- 
eral Agent (Aided by Home Of- 
fice.) HIS It Is, To— 

1. Select fit, qualified men. 

2. Teach, train, inspire; make 
their success his own. 

3. Weed out promptly any found 
bad, or proven incapable. 

4. Keep out spotters, tipsters, 
| one-ease brokers and other “Rake- 
| off Men.” 
b< 














WANTED 





Assistant to General Agent in New York 
City of large Life Insurance Company. 
His work will consist of agency building. He will 
help and inspire present agents, procure and develop 


new 


Advancement assured 


ones. 
and remuneration commen- 


surate with results. 


State full particulars. 


Address 


“New York General Agent” 
c/o The Eastern Underwriter, 105 William Street, 





New York, N. Y. 














5. Cut down “Part-timers’” (ex- 
cept apprentices) as fast as can 
replace, 

Special Agent: 

1. Loyal—to agency, to c: mpany, 
to Life Insurance. 

2,An active “Lifter” in all 
agency doings. 

3. Never compete with fellow- 
agent of same company. 

4. Never bring prospect into any 
dispute. 

Between Agencies 
Cordial Co-operation for the Com- 
mon Good. 

1. Hold informal conferences of 
all Agency Heads careful to sup- 
plement, never to supplant or 
lessen, Association’s usefulness. 

2. No seeking other’s agent, ex- 
cept for promotion and on notice. 

3. No accepting otner’s agent, 
without notice. 

4. No commission to other's 
agent without notice. 


Laws—The State of Naluvia Punish 


By Fine or Imprisonment, the 

Following Criminal Offences: 

1. Rebates (giving or receiving), 
or other Discrimination. 

2. Twisting of Policies. 

3. All Dishonesty or Misrepre- 
sentation. 

4. Any Soliciting by, or sharing 
Commissions with, an Unlicensed 
person, 

N. B.--The LAW AND COMITY 
COMMITTEE of the NALUTOWN 
ASSOCIATION will privately In- 
vestigate charges and complaints; 
will Prosecute law-breakers before 
Criminal Court or Insurance Com- 
missioner; will Mediate and Advise 


es 


in matters of principle and _ prac- 


tice. 
Report any Breach of Law to It! 
Recommendations 


The following lines of action to local 


associations were recommended by the 
Code of Ethics committee and adopted: 








OUITABLKFE 


Mutual in Principle and Practice 


O Impregnable in Strength 


Enterprising, Conservative Management 


{ Comprehensive, Adaptable Policies 


Low Mortality Rate 


I Prompt Payment of Death Claims 





Efficient Service to Policyholders 


A satisfied constituency gained by Fifty- 
eight years of public service 


These are some of the advantages enjoyed by 


B representatives of 
THE EQUITABLE LIFE ASSURANCE SOCIETY 


of the United States 


Q 

U 

J 

Tr Training and Education for Agents T 
A 

B 

L 


L For agency openings address: 
W. E. Taylor, Second Vice-President 


EQUITABLE 





























“The Law and Comity Committee 
shall inquire into any matters affect- 
ing life insurance in this vicinity that 
involve the alleged violation, by an 
agent or other person or corporation, 
of the life insurance laws of the State 
OE sicesnss against rebating, twisting, 
misrepresentation and other penal of- 
fenses, or that involve the due en- 
forcement of the license provisions of 
said laws. It may procure and main- 
tain a card index of State Licenses ap- 
plied for by persons living in or com- 
ing to this vicinity, so that their names 
may be at once obtainable by any 
member of the Association. 

“It may inquire into any practices or 
conditions in this vicinity affecting tne 
comity and fair dealing that should 
obtain between the respective agents, 
agencies and companies, and it may 
act as arbitrator or conciliator in any 
case involving an alleged breach of 
such comity and fair dealing. 

“In any case appearing to be well- 
founded the Committee, in its discre- 
tion, shall take proper steps to have 
the law enforced through the State in- 
surance Department or the courts, or 
to have justice done or comity ob- 
served through the individuals, agen- 
cies or companies concerned or other- 
wise. It may retain counsel, snall con- 
duct its inquiries in private, and ite 
action in a particular case shall not 
be subject to review or appeal or to 
any discussion on the floor of the As- 
sociation. 

“Said Committee shall be under the 
general direction of the Executive 
Committee, by which its five members 
Shall be elected by individual ballots 
at the meeting next after the annual 
meeting, and to which it shall annu- 
ally make a complete report of money 
expended and a general report of its 
activities with any recommendations 
for betterment of practices or condi- 
tions.” 

3. Tnat, having thus provided the 
most effective kind of machinery for 
really punishing law-breakers and 
bringing the moral forces to bear on 
offenders generally, the Association 
will do wisely to dispense with all 
other compulsory or punitive provisions 
in the field of ethics, beyond exclud- 
ing representatives of irregular com- 
panies as per the national constitution 
and, perhaps, making expulsion auto- 
matic upon conviction by court or In- 
surance Department. An Association’s 
own power to compel or punish is very 
limited and feeble, at best; and its 
all-too-frequent attempts to do so, from 
1872 down to 1918, have in nearly all 
cases only produced discord in its own 
ranks, and thus weakened or destroyed 
its real usefulness in the field of ethics 
and in all other fields too. Harmony 
is our main bond of union and source 
of power. 


4. That determined efforts be made 
tu banish the “Rake-Off Man” of every 
kind; mere poacher on the business 
and unfit to serve the public. Pending 
the ban of criminal law against him, 
we recommend publicity as the best 
aid to such efforts. Wherever prac- 
ticable, a list of all licenses, for the 
vicinity, with each new name promptly 
added, should be posted in all agencies 
or otherwise supplied to members. 
Co-operation of the Insurance Depart- 
ment should be sought early, so that 
next year’s license application blanks 
may require the data whereby such 
lists can be made, fully identifying the 
applicant, his outside business connec- 
tion, the agency or district in which 
he is to be located, ete. 

5. That in these war times it is com- 
monly undesirable to seek new penal 
legislation against field evils; but nere 
and there the favorable opportunity 
may come for improving in some 
States, or enacting in others, the laws 
now so generally in force forbidding 
the four classes of offences listed in 
the Chart of Ethics. Particularly the 
uniform license bill, approved by this 
Association and other representative 
bodies, should be enacted as widely 
and early as may be. 
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Rogers to Handle 
Y. M. C. A. Insurance 


COVERAGE FOR $3,500 EACH 





Five-Year Term—Theodore J. Johnson 
to Assist Mr. Rogers in 
This Work 

The Eastern Underwriter last week 
printed the fact that a group policy 
for Young Men’s Christian Associa- 
tion secretaries seeing service over- 
seas had been written by the Equit- 
able Life Assurance Society, with the 
syndicate participation of nine other 
companias;, making ten in all. 

The Eastern Underwriter can now 
announce that the committee of in- 
surance officials called into conference 
by the War Work Council of the 
Young Men’s Christian Association at 
the time there were numerous con- 
troversies and complications about the 
Y. M. G. A. insurance, and of which 
committee W. A. Hutcheson, vice- 
president and actuary of the Mutual 
Life was chairman, has selected O. S. 
Rogers, of Rogens & Andrews, man- 
agers here of the Phoenix Mutual Life, 


as adviser of the Y. M. C. A. secre- 
taries in the matter of their insur- 
ance, 
Five Year Term Plan 
The policy will insure every man 


for $3,500 and is written on the group 
five year term plan. The Y. M. C. A. 
headquarters will not be used as a 
selling agency; ie., if a man calls 
there he will be advised that the Y. 
M. C. A. provides $3,500 insurance for 
him. 

Mr. Rogers, who was selected be- 
cause he is president of the Life Un- 
derwritens;’ Association of New York 
and his general high standing in the 
insurance fraternity, will have asso- 
ciated with him in this work Theo- 
dore J. Johnson, who was at one time 
manager ‘of the Newark office of the 
Mutual Life under Charles H. Ray- 
mond, and who later was with the 
Washington Life. Of recent years he 
has been with the Equitable Life As- 
surance Society. 

The companies which have agreed 
with the Equitable to underwrite the 
group Y. M. CG. A. policies are the Con- 
necticut General, Guardian, Home Life, 
Metropolitan, Penn Mutual, Phoenix 


Mutual, Prudential, Travelers, Union 
Central. 
Insurance Notice To Overseas 


Workers 

The National War Work Council, of 
the Y. M. C. A., 347 Madison Avenue, 
New York, has issued the following an- 
nouncement about the Y. M. C. A. in- 
surance: 

“For some we fave been as- 
sisting our overseas workers regard- 
ing their life insurance; we have paid 
the extra war premium on $5,000 of in- 


time, 


surance under conditions outlined in 
our literature. 
“We have now decided to institute 


a system which is a modification of the 
plans arranged by the American Red 
Cross Society for its foreign workers. 
“Briefly stated, the plans for tae fu- 
ture for the foreign Y. M. C. A. work- 
ers may be described as follows: 
“(1) A Group Life policy for $3,500 


ov eacna life on the 5-year term plan 
payable in the event of death. No 


medical examination is necessary for 
the insurance. 

“(2) A Group Accident and Health 
policy providing for a weekly indem- 
nity of $20 in the case of total di+ 
ability either from bodily injury or dis- 
ease, providing in addition for the pay- 
ment of $500 in the event of certain per- 
manent injuries, namely, loss of one 
hand, loss of one foot, loss of sight of 
one eye, or loss of the thumb and 
index finger of either hand. 
The weekly indemnities are to com- 
mence four weeks from the date of dis- 
ability and are to continue until dis- 
ability ceases, not exceeding two years 
from the date of disability, that is, to 


be payable for 100 weeks as a maxi- 
mum. During the first four weeks the 
necessary medical care and attention 
will be furnished by the army hospitals. 

“THE Y. M. C. A. WILL PAY ALL 
PREMIUMS ON THESE TWO GROUP 
POLICIES, AND WILL DELIVER THE 
SAME TO THE BENEFICIARY. To 
insure the delivery of the insurance 
certificates into the possession of the 
proper beneficiary, the secretary must 
fill out the insurance card and turn it 
in at the Registration Desk.” 

The disability benefits are furnished 
by the Travelers. 

The Y. M. C. A. will not pay the 
extra $25 war premium on any insur- 
ance written after September 9. 

A copy of the policy follows: 

The Equitable Life Assurance So- 
ciety of the United States hereby cer- 
tifies that under and subject to the 
terms and conditions of Group Policy 
No. 5,360,000 issued to the National 
War Work Council of the Young Men’s 


Christian Associations of the United 
States (herein called the employer) 
er re (an employee) is insured in 
the amount of $3,500 payable to the 
beneficiary entitled to receive’ the 
same, if death occur while in the em- 
ployment of the said emp’ ver, and 
during the continuance of tie policy. 

In case of the termination of the 


employment for any cause whatsoever, 
the above employee shall be entitled 
to have issued by the Society, with- 
out evidence of insurability, and upon 
application within thirty-one days af- 
ter such termination of employment, 
and upon payment of the premium 
then applicable to the class of risk 
to which such employee belongs and 
to the form of amount of the policy 
at attained age (nearest birthday), a 
policy of life insurance in amount of 
$3,500 in any of the forms customarily 
issued by the Society, except term in- 
surance. 

Total and Permanent Disability Ben- 
efit—If due proof is received at the 


Home Office of the Society that the 
above employee has become wholly 
and permanently disabled by accident- 
al injury or disease, so that he or 
she will be permanently, finally and 
wholly prevented thereby from per- 
forming any work for compensation or 
profit, provided such disablement is 
the result of injury or disease origi- 
nating after the commencement of the 


insurance upon such employee, the 
Society will, at the end of two years 
from the date of such disablement, 


pay to said employee the sum of $3,500, 
and, through such payment, the Society 
shall be thereby released from all obli- 
gations and benefits of any kind under 
the policy on account of such employee. 


ere ner subject to 
the right of employee to change the 
beneficiary in accordance with the pol- 


icy provisions. 





RAISING $500,000 
Frederick A. Wallis, general agent 
of the Fidelity Mutual Life in New 
York, and Deputy Police Commission- 
er, has had charge of the remarkable 
campaign to raise $500,000 to buy unr 
forms for police reservists of this city. 
The campaign is a great success. Re- 
cently, the Brooklyn “Eagle” printed 
a page story about this campaign, 
with a picture of Deputy Wallis, and 

an account of his activities. 


12,000,000 - PROSPECTS 
Twelve million women, 
money—women’s money in 
pockets! And sixty years 
were not half a million women in 
“painful” occupations in the United 
States.—Penn Mutual News Letter. 


earning 
women’s 
ago there 


Katenski, of Los An- 
won a $50 Liberty Bond at the 
last week of the National 
of Life Underwriters. 


Miss Anna 
geles, 
convention 
Association 
Frank Levy, of the Equitable in New 
Orleans, was in town this week. 











| shahiscess 
Prudential 


Group 
| Policies Sell 


PRUDENTIAL 


STRENGTH OF 
SIBRALTAR 





President 


FORREST F. DRYDEN, 


Because of absolute protection, low 
premiums, annual dividends, grace 
period, disability provisions, termina- 
tion refunds, incontestability clause, 
special certificates for employees, 
privilege of naming beneficiary, good 
commissions, and the Company’s 
great experience in dealing with 
millions of workers in forty years 


Send for Particulars of Policy 


PRUDENTIAL 


INSURANCE CO. OF AMERICA 


Incorporated Under the Laws of the State of New Jersey 





THE 
| 


Home Office: NEWARK, N. J. 



































Gail B. Johnson Dead; 
Stricken on Street 





HERE FOR LIFE CONVENTION 
Walking With Representatives of 
Company When End Drew 
Near 
Gail B. Johnson, vice-president of 


the Pacific Mutual Life, and one of the 
principal factors in helping George I. 
Cochran build up that company in re- 
cent years, was stricken at Forty- 
Second Street and Broadway on Satur- 
day morning of last week, taken to a 
doctor’s office in the Fitzgerald Build- 
ing at that corner, and died soon after. 
He had been troubled with angina pec- 
toris. 


Mr. Johnson had been in New York 
attending the convention of the Na- 
tional Association of Life Underwrit- 
ers. He left Los Angeles on August 
28 with James L. Collins, a home of- 
fice agent of that company, who has 
recently been doing educational work 


for the company, and they arrived here 


September 1. There were a large 
number of Pacific Mutual agents at- 
tending the convention. While here 


tney attended a luncheon at the Drug 
and Chemical Club in William Street. 
At the banquet of the life underwriters 
the Pacific Coast men, with Mr. John- 
son at their head, had four tables re- 
served. 
Stricken After Breakfast 
Mr. 


Johnson on Saturday morning 
had breakfast with Mr. Collins, Gen- 
eral Agent Fabling of Denver and 
General Agent Sommers, of St. Louis, 
and Mrs. Sommers After breakfast 
they were walking towards the Astor 
when Mr. Johnson began to complain 


of pains and finally had to be removed 


to a doctor's office where he died. 

J. Newton Russell, home office gen- 
eral agent, and Mr. Collins accom- 
panied the body home. The funeral 
was on Thursday of this week, and a 
despatch received here on Tuesday 
said that the Home Office Building 
would be closed on that day 

Formerly a Banker 

Mr. Johnson left a widow and three 

daughters. He went with the Pacifie 


Mutual as vice-president at the same 
time that George I. Cochran became 
president of the Company This was 
shortly after the Company moved from 
San Francisco to Los Angeles follow- 
ing the earthquake tefore that ne 
had been vice-president of the German- 
American Savings Bank in Los An- 
geles, in which city he was a promi- 
nent figure in financial life. With 
the Pacific Mutual Mr. Johnson im- 
pressed his personality from the start 
and was vice-president, treasurer and 


manager of life insurance agencies 
when he died His messages in the 
Pacific Mutual News every month were 
inspirational to agents 


HARTFORD LIFE SUIT 


Joseph P. Tuttle, of Hartford, has 
instituted suit in the Superior Court 
of Connecticut against the Missouri 
State Life Insurance Company of St. 
Louis and the Hartford Life Insurance 
Co. The question involved is as to 
the ownership of shares of the Hart- 
ford Life Insurance Co., which Mr 
Tuttle claims to be the owner of, he 
having bought the shares from Joan BE. 
Hoyt, formerly of the Missouri State 
Life, which in 1913 absorbed the Hart- 
ford Life 

Mr. Tuttle is an attorney of Hartford 
and has been judge of the superior 
court and has served the Hartford 


company as managing director without 
salary and he claims in his complaint 
that he has managed its affairs eco- 
nomically, has spent much time in car- 
ing for its property, and in adjusting 
claims, with the result that the assets 
of the company are far more valuable 
than when he bought the shares. 
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Commissioners Meet 
Held in Denver 


FRATERNALS MUST TOE MARK 
Exorbitant Fees for Re-insurance of 
Societies—Paper on Extra War 
Premiums 


The insurance commissioners are 
meeting this week in Denver. ‘There 
were a number of papers of interest 
to life men. One of them, read by 
Carey J. Wilson, Kansas superintend- 
ent, wag based on the question: “Are 
Extra Premiums on Life Policies on 
Account of War Activities Justifiable?” 
Mr. Wilson answered the question in 
the affirmative. 

Mr. Wilson called attention to the 
fact that premium rates for life poli- 
cies are not based upon mortality 
tables, which include the casualties of 
war. “Mankind generally could not be 
required to pay premium rates on war 
risk basis without destroying the rec- 
ognized principles of selection, and be- 
sides it is repugnant to the thought 
of enlightened people that tribute be 
paid to the god of war in any such 
fashion as this,” he said. 

Experience of Prudential, London 

Many of the companies do not know 
how many of their policyholders are 
now engaged in war, and they never 
will know, he said. Supt. Wilson re- 
ferred to the frightful number of sol- 
diers killed in battle in the present 
war, and cited the experience of the 
Prudential of London, where mortality 
at age 21 rose from about four per 
thousand in 1913, a normal year, to 
about 48 per thousand in 1917. 

He declared that no company hav- 
ing large numbers of its membens ac- 
tually engaged in battle can stand 
such a drain on its resources without 
charging extra premiums commensur- 
ate with the risk, unless it receives 
proper compensation from some other 
source. : 

Discussing the War Risk Bureau he 
said that considered solely as a war 
measure there may be no occasion for 
uneasiness, but “whatever tends to de- 
stroy the ultimate freedom of mankind 
in the private conduct of those things 
in which man ordinarily finds employ- 
ment, or assumes to government func- 
tions beyond the keeping of society in 
a wholesome and orderly condition, is 
not democracy and should be shunned. 
Already all sorts of topsy-turvey ideas 
are choking the progress of certain 
unfortunate countries, and they will 
have their echo here and must be re- 
sisted.” 

Fraternals Must Get Adequate Rates 

Commissioner Young, of North Caro- 
lina, discussed the fraternal situation. 
He said it was absolutely neces- 
sary for all fraternals to readjust their 
rates, according to law, and said a 
way had been provided for the soci- 
eties to reach these rates by degrees. 


Many societies have readjusted their 
rates and are getting ready for the 
laws within the time allowed. Others 
are not, but are going on as if there 
were no requirements in the law, “thus 
deceiving their members and working 
a great injustice to the societies en- 
deavoring to comply with the law, in 
furnishing an unfair competition with 
inadequate rates.” The Commissioner 
sharply warned the latter class of 
fraternals of the folly of their course. 
He said they have not the power to 
defy the law. 


$500,000 Paid Out for Mergers 


The Commissioner also discussed 
the question of fraternal mergers, say- 
ing in part: 

“The commissioners and_ societies 
agreed on a bill to govern mergers 
or reinsurance consolidations. Has 
sufficient attention been given to en- 
acting this bill as a law in our states? 
It appears that societies are still be- 
ing bartered and sold and the rights 
of the members being ignored in a 
most shameful manner. How can the 
reinsurance consolidations or amalga- 
mations of societies be done in safety 
and justice to all concerned? How 
can the broker with his exorbitant 
fees be eliminated and kept from raid- 
ing not only societies needing help, 
but those that should be left alone? 
How can the officials of some societies 
be kept from destroying their own as 
well as other societies, being obsessed 
with the idea that they are called upon 
to save other societies and can thus 
build up their own? A report of an 
examination on file with me as chair- 
man of your Committee on Examina- 
tions shows that one society paid out 
for mergers over $500,000, and was 
prevented by the courts from paying 
several hundred thousand more.” 


Mansfield on Moratorium 


“The Soldiers’ and Sailors’ Civil Re- 
lief Act” was discussed in a _ paper 
read by Commissioner Mansfield, two 
paragraphs of his address being as fol- 
lows: 


From the standpoint of the insurance de 
partments, there is very little that can be said, 
for the Act has very little effect upon the de 
partments directly. The question naturally 
arises whether the premiums guaranteed hy 
the Government are actually paid, or are only 
payments by the Government in the na'ture of 
a loan. It seems to be clearly set forth in the 
Act that the payments which the Government 
makes are by way of loans, yet I think theyre 
ean be no doubt but what the effect thereof 
whether loans or actual payments—is practi 
cally the same, so far as the insurance depart 
ments or any other interested parties are con- 
cerned, and that it makes very little difference 
what you call them. The premiums for all 
practical purposes are paid. They should be 
so treated in the annual statements of the 
companies and taxes should he paid accord 
ingly, subject to such adjustment as may be 
finally necessary when the new relations 
created by the Act terminate. 

The question has been raised as to whether 
or not the Act is constitutional, and obliza- 
tions affected thereby are not impaired. 
Whether or not the Government by the opera- 
tion of this Act does not take property 
without due process of law and withoum 
compensation. The States may not’ impair 
any contractual relation, under the prohibition 
of the Federal constitution, but Congress is 


not limited in its discretion to do so. Within 
the limits of the constitution the action of 
the Federal Government is supreme and the 
states «re bound by Federal statutes. This is 
4a war measure, and therefore fully within the 
powers of the Federal Government, and that 
Government has prescribed this measure. 

President Button Against Social Insur- 

ance 


President Button, the Virginia com- 
missioner, devoted a large part of his 
address to a defense of individualism 
and the reward for successful efforts 
which have made America what it is 
today. In discussing socialistic inroads 
he said: 

“There is in this country a group of 
individuals which has for years urged 
upon the Government the adoption of 
policies wholly foreign to our system 
of government. This group is taking 
advantage of the war conditions that 
exist to urge its seductive and dan- 
gerous theories as war measures.” 


R. R. WORKERS 
Railroad Administration Plan to In- 


sure Them—What Official An- 
nouncement Says 


A uniform compensation insurance 
and pension plan for all railroad em- 
ployes is under consideration by the 
Railroad Administration, says a de- 
spatch to the “Sun” from Washington. 

Plans for the uniform and equitable 
compensation of injured employes or 
he dependents of employes who may 
be killed in the service of the rail- 
reads are being considered, said an 
official announcement today, “and it is 
hoped that it may also be possible to 
arrange for the retirement of employes 
upon pension at a given age, as well 
as to provide for the purchase of life, 
health, and old age insurance at rea- 
sonable rates. Time, however, will be 
required to perfect these plans, which 
must be reconciled with the widely 
varying pension and insurance systems 
now in existence on not a few rail- 
roads.” 


John R. Larus, of the actuarial de- 
partment of the Phoenix Mutual, and 
Mrs. Larus, have returned from Port- 
land, Maine, where they have spent 
the past two weeks. 





Walter I. King, formerly in the actu- 
arial department of the Columbian Na- 
tional Life in Boston, is now in charge 
of a new group insurance department 
of the Connecticut General Life. 














HOME LIFE 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The fifty-eighth annual re- 
port shows insurance in 
force of $146,050,144, an in- 
crease during the year of 
$12,556,816. The Company 
paid the policyholders in 
1917 $3,467,823, of which 
$731,696 was in dividends 
or premium refund. Its 
insurance reserve fund was 
increased by $1,688,199 and 
the Assets are now $34,- 
542,304.08. 


For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 

















Build Your Own Business 
under our direct general agency contract 
Our Policies provide for : 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Amhitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 
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REAL SATISFACTION 





Working with William N. Compton and the John 
Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
able for the life insurance salesman. 


If you have any doubt in your mind have it dispelled 


220 BROADWAY 





Phone 6030 Cortlandt 
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How C. M. Hunsicker Presents Estates Taxation 
Argument To Philadelphia Prospects 


This is the ten minute address that was to have been read at the convention of the National 
Association of Life Underwriters 


Back in August of 1916, while under- 
going sanitarium treatments, F. W. 
Shanbacher of Ridgway, Pa., read in 
the daily papers of a new Federal] In- 
heritance Tax bill that was being dis- 
cussed in Washington. If ever a man 
does tall thinking, and permits his im- 
agination to have full swing, it is when 
lying flat on his back in a _ hospital 
with surrcundings of plain walls and 
grave looking M. D.’s. As he lay there 
pondering on the effect such a law 
would have on the estates of people in 
his own familiar territory in North- 
western Pennsylvania, there came sud- 
denly to him the thought that in this 
bill thore was opening up a great, new, 
golden field of endeavor and usefulness 
for the life insurance fraternity -that 
at last the immensely wealthy and com- 
paratively well-to-do would have to 
come to us for protection against this 
tax—that life insurance was the only 
solution of a problem all of these men 
would soon be facing. 


The Shanbacher Charts 


He immediately wrote to Washington 
for a copy of the bill and began to 
figure out the amounts of life insur- 
ance that different persons in his local- 
ity would need in order to meet the 
requirements of the law. Figuring 
each estate separately from the act it- 
self consumed so much time and re- 
sulted in so many complications, that 
he conceived the idea of reducing the 
modes of taxation into blocks ranging 
from $25,000 upwards. Having received 
legal confirmation that the chart 
which he thereupon constructed was 
correct, and wishing to make his re- 
search still more complete for the ben- 
efit of his prospective clients, he next 
proceeded to reduce the laws of 43 
states which impose inheritance taxes 
into charts similar to the one he had 
constructed covering the Federal law. 

When these charts had been com- 
pleted, to effect still further simplicity 
he next devised what he terms a Com- 
bined Chart, which in brief combines in 
a single chart the Federal tax and the 
direct state tax. These have been com- 
bined for each of the 43 states. Thus 
at a glance one is enabled by the use 
of this Combined Chart to show what 
the heirs of a client will have to pay 
to the Federal Government and to the 
State in which the client resides. Go- 
ing still further, by the use of the vari- 
ous State charts there can be deter- 
mined the transfer taxes of the various 
states in which the client may have 
holdings. By adding these together, 
the total tax which his estate will 
have to pay to the Federal Govern- 
ment, to his home state and to other 
states, becomes readily apparent, and, 
as a corollary, is shown also the ex- 
act amount of life insurance that is 
necessary to afford complete protec- 
tion and so hold his estate intact. 


An Invalid’s Success 


To supplemcnt the information con- 
veyed by the charts and as a further 
service to the cliert, he next worked 
out a brief, simple synopsis of each of 
these inheritance laws and before at- 
taching them to the charts, received 
official confirmation as to their accu- 
racy from Washington and from th 
various state tax departments. 

Armed with this ammunition, he left 
the hospital and within three weeks’ 
time succeeded in writing over half a 
million insurance (ranging in amounts 
from $25,000 and upwards) in small 
towns in his own territory and within 
six weeks secured his first million dol- 
lar application—all on the strength of 
this new vital life insurance argument. 

The same day he secured his million 
dollar application, he wrote another 


man of comparatively small estate for 
$1,000 with which to meet the Penn- 
sylvania State tax, thus proving that 
it is just as essential that we persuade 
the man of moderate means to fortify 
kis estate as it is for us to convince 
the millionaire. 

I received from Mr. Shanbacher his 
combined chart in February, | think, 
of this year, and the state charts in 
March. Prior to that time, I had paid 
but little attention to the selling of 
life insurance to cover Inheritance 
taxes, but one day I met Mr. Shan- 
bacher and during our conversation he 
painted to me in such rosy colors the 
possibility of securing an enormous 
business by devoting my time almost ex- 
clusively to the selling of business to 
cover these taxes that he certainly 
sold me on the proposition, and I then 
became as great an enthusiast as he. 
Since that time, while I have not sold 
as much inheritance tax insurance ag a 
great many others who have wuked 
along this line, I have met with very 
unusual success and I am certainly 
most optimistic as to the amount of 
insurance I will sell in the next 12 
months. I consider these charts of Mr. 
Shanbacher’s as nearly perfect as it 
is possible for mortal man to make 
them, and I personally would not part 
with mine for any price, if I could not 
replace them. 

How Hunsicker Works 

When I call on a prospect, I take the 
Shanbacher charts with me. In the 
one cover I have the combined taxes 
and digest of the Federal and Pennsyl- 
vania State Laws, which he calls the 
“State Outfit.” Were I working in 
New York State, I would, of course, 
take the New York State outfit. In the 
other cover are the charts and digest 
of the laws of every other state having 
inheritance tax laws, namely, 43. When 
I lay these down before the prospect, 
the imposing and accurate data which 
I display on the subject always creates 
a most profound impression, and then 
it is easy for me to go on with my 
arguments, backed up thoroughly as 
they are with the data before us. If 
I did not have these charts, I could not 
make the same impression. I want to 
say at this point, that while IT have not 
always written, [ have yet to fail to 
most thoroughly interest every one of 
whom I have interviewed. 


The Need of Cash 

The one fact upon which every argu 
ment on this subject is based is that, 
according to the Federal and State 
laws, when death occurs, the estate 
must find cash with which to pay these 
taxes. Then the question arises, “How 
can these taxes be best provided for 
without disturbing or embarrassing the 
estate?” It is my business to convince 
him that life insurance is the best and 
most economic way to provide the 
money. I then refer to a few lines 
of the Federal Tax law—‘“The tax is 
tc be paid out of the body of the estate 
before distribution.” And then I say 
to him, “You are thinking and planning 
about the payment of your income tax, 
your excess profits tax, or other 
unusually big payments These, of 
-ourse, you are meeting because you 
2°e@ here to plan and to take care of 
your affairs, but if in these troublous 
and uncertiin times you were to die, 
this splendid estate of yours which you 
have spent a life time in building un, 
wi'l be confronted immediately with 
inheritance taxes which must be paid 
before any distribution can take place. 
Quoting again from the Federal law, 
“If they are not paid within 60 days 
after due, the Collector will, unless 
there is cause for further delay, com- 
mence proceedings in the United States 








Mr. Field Man: 


Do you know: 
surance ; 


METHODS in its field work; 


other American life company? 





That the NorTHERN AssuRANCE Company of Detroit, Michigan, 
has lived up to all the traditions of the highest purposes of life in- 


That it stands for the highest ideals in underwriting and that its 
slogan is, and always has been, CLEAN MEN AND CLEAN 


That it is writing more insurance per capita per agent than any 


If you are interested in knowing something of our Home Office 
system which makes this possible, we will be glad to hear from you. 


Address, CLARENCE L.. Ayres, President, 


Detroit, July 18, 1918. 


DETROIT, MICHIGAN. 




















RIGHT AGENTS 
GOOD TERRITORY 


still available for 
development by the 
viuiobis men who can place policies as 
well as write applications, and who know 
how to be successfully active. Always 
an opening for real workers. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison Street CHICAGO, ILL. 











et Just say: 


“Insurance 
Man”— 


the open sesame 
to every courtesy 
within our power. 








Room with de- 
tached bath $1.50 
and $2.00 


Private bath $2.50 
and $3.00 


BREVOORT Hotel 


Insurance Headquarters 
MADISON ST.—East of LaSalle 


CHICAGO 
LAURENCE R. ADAMS, Sec’y & Mgr. 














Court to sell property under judgment.” 
Insurance Provides Funds 
“These taxes must be paid by the 
executor in cash. Now, how will you 
provide for their payment? With cash 
so necessary and so vital to the con- 
duct of your business, it would not, of 
course, be good business judgment to 
leave a large amount of it lying inac- 
tive for the purpose of paying the tax: 
neither would it be good business judg- 
ment to take these splendid liquid se- 
curities of yours—that stock—those 
bonds--and have them used for this 
purpose and sacrificed at the present 
low market prices. You have, of course, 
made your will. You may possibly have 
arranged, as a great many have, to 
have all or part. of your estate held 
in trust for your immediate family, or 
for your wife to have a life interest 
and at her death, the estate to be di- 
vided among the other heirs, or you 
may want to arrange for the payment 
of an annuity to an old servant or 
some relative; in other words, you 
have carefully considered what disposi- 
tion you want made of your estate at 
your death, but you have made no pro- 
vision by which your wishes can b 
carried out so that the Government 
and State laws will be paid thus e:a 
bling your executor to make a distribu 
tion of your estate. The most logical 
and economic method to fortify your 
estate against these taxes is life in- 
surance for an amount sufficient to pay 
(Continued on page 9) 


















Assurance Company 
of WORCESTER, MASS. 


Incorporated 1844 


SEVENTY-FOUR YEARS of 
sterling merit has made stead- 
fast friends of policyholders 
and agents. 


Our motto is SERVICE to 
policyholders, beneficiaries and 
agents. 

Additions are made to our 
agency force when the right 
men are found. 


B. H. WRIGHT, President 
D. W. CARTER, Secretary 


STEPHEN IRELAND, 
Superintendent of Agencies 


State Mutual Life 





GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 
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Explain War Risk 
Insurance By Charts 
LUCE 


DEVISED BY ERNEST B. 





Draftees Instructed Before They Depart 
for Training Camps—Now in Use 
in Philadelphia 


Secretary McAdoo has made the 
statement to the chairmen of all local 
draft boards, he meant to point out to 
the drafted men a way to save delay 
and relieve anxiety. The draft officials 
had their hands full with the business 
of increasing the military establish- 
ment of the United States. They were 
sympathetic with the families whose al- 
lotments were held up, but they were 
too busy to mix in with a proposition 
involving all the wealth of detail con- 
nected with War Risk Insurance and 
the allotments. The Red Cross com- 
mittees and similar relief agencies 
were anxious to help, but most of them 
were in the dark, themselves, as to 
the rights granted the soldiers’ and 
suilors’ dependents under the act. 

Charts That Give Details 

Under the auspices of the Salem, 
Mass., committee, a system of graphic 
charts has been worked out by Ernest 
B. Luce, of Salem, who igs publishing 
the charts, together with an explana- 
tory booklet, and is sending them out 
to Red Cross Home Service sections and 
draft boards throughout the country. 

The psychology of heavy type and 
logical arrangement is declared by 
those using these charts to be very 
evident in the ease and rapidity with 
which their meaning can be grasped 
by the average person. They make 
the act and its details so plain that 
“he that runs may read.” They enable 
the service men and their dependents 
to see at a glance what is coming to 
them from the Government and the fam- 
ilies of the men are thereafter perfectly 
able to judge concerning the correct- 
ness of the monthly checks. 

The War Risk Insurance Charts are 
printed on heavy cardboard, 22 inches 
by 28 inches. They are 25 in number, 
and are intended to be available for 
group instruction. The booklets in- 
clude miniature reproductions of the 
charts and suggestions for their use. 
Groups and draftees and representa- 
tives of their families are supposed to 
be called together before the departure 
of the men for camp and the charts 
are to help make clear to all just what 
the act intends. 

The system of charts is already in 
use in Philadelphia in the office of 
Cheney C. Jones, State director of ci- 


vilian relief for the American Red Cross. 


Metropolitan May Sell 
$130,000,000 of W.S.S. 


HAS PASSED $65,000,000 MARK 


Vice-President Kavanagh Back at Desk 
—An Announcemnt by Vice- 
President Haley Fiske 





Vice-President Fiske, of the Metro- 
politan Life, has announced to super- 
intendents throughout the country 
that the $65,000,000 of War Savings 
Stamps, which the Company promised 
President Wilson it would sell in 1918, 
had been sold on September first.  In- 
asmuch as the sales did not begin un- 
til February first, because it was at 
the time of the Superintendents’ Con- 
vention the last week in January, the 
announcement was made the amount 
pledged for the year has been sold m 
seven months. The Company has such 
an organization for the sales of stamps 
through War Savings Societies that it 
is proposed to continue the sales a6 
a patriotic duty until the end of the 
year, and Mr. Fiske nas told the super- 
intendents that the apportionment: has 
been increased to $100,000,000, and he 
will not be surprised if the total sales 
reach $130,000,000, or double the orig- 
inal apportionment. 

Kavanagh Back 

Coupled with this announcement 
Mr. Fiske sent a circular letter to 
the superintendents announcing that 
Fourth Vice-President Kavanagh, who 
was Mr. Vanderlip’s chief assistant in 
charge of the organization and sales 
of War Savings Stamps throughout 
the country, has returned to his desk 
at the Home Office. Mr. Vaniderlip 
and Mr. Kavanagh came to the con- 
clusion that in order to prevent any 
competition or antagonism between 
the forthcoming Liberty Loan and the 
War Savings Stamp campaign, the 
two shall be under the one general 
supervision of the Federal Reserve 
Bank System. Mr. Kavanagh has an- 
nounced that cash and _ pledges of 
War Savings Stamps throughout the 
country amounted to $1,600,000,000 on 
September first, and he has every con- 
fidence that the $2,000,000,000 author- 
ized by law will be reached by Decem- 
ber 31. 

In his announcement of the return 
of Mr. Kavanagh, Mr. Fiske said: 

“You and we at the Home Office 
welcome him back at his desk. As 
you know, a special work in the Or- 
dinary Department has been assigned 
to him in addition to his general work 
as coadjutor to Third Vice-President 
Ayres in the Ordinary Department 
namely, group life insurance. He pro- 
poses to devote himself intensively to 
making an exhibit this yvear worthy of 
the Company. We bespeak for him 
your most earnest co-operation. It 
will -be a token of your admiration 
and appreciation of his splendid work 
for the Government.” 








Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST -LARGEST -STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1917: 

















PEE iceniesagianie 
Liabilities ......006 
Faestas and Suepies. 
nsurance in Force........... EOS ene 131,790,562.00 
Payments to Policyholders since Organization ........s.cesees0+ aia 19,612,616.08 
Is paying its Policyholders nearly.............cccccccccoscccecccccccecs 1,500,000.00 annually 


GOOD TERRITORY FOR LIVE AGENTS 











Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 


Capital........$1,000,000.00 


OUR 1916 STATEMENT SHOWS 


Insurance in force........... (over).... $42,400,000 
ee --(over).... 5,600,000 
New Insurance paid for...... Ae 10,000,000 


The High Scores in the Life Insurance Profession are won by Trained 
Men. We will train you in the Profession and locate you in Productive 
Territory either North or South. Your Opportunity is Here. 


Further information on request. Address: 
E. G. SIMMONS, Vice-President and General Manager 


Whitney Central Bank Building 
NEW ORLEANS, U. S. A. 

















REASON Our 
Policies Sell 


UR POLICY CONTRACTS contain 

all provisions consistent with safe 
underwriting and are guaranteed by a de- 
posit of the full legal reserve with the 
State. Our promises are all in our con- 
tract. Good ccntracts for up-and-doing 
agents. 


THOMAS J. OWENS, Pres. 


DR. ALBERT SEATON CLAUD T. TU 
Vice-Pres. & Med. Dir. Secretary - 



































INTERNATIONAL LIFE or s towis 
SMASHED ALL RECORDS IN 1917 


It was the Special Combination and New T. O. Policies that did the work. 


f you are not selling them we are both losing money. 


J. L. BABLER, Vice-President 
and General Manager Agencies 














MASSEY WILSON, President 
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and their . beneficiaries, 
Great Policyholders’ Company. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 


Jesse R. Clark, President. 











Towering back of the agent in his efforts, as a mighty rear guard, is the strength and prestige 
of the Company and the Institution he represents. 
agent’s morale and chance of success. 


Four big success factors in the work of the Union Central Agency Force are: 


The GOOD WILL created by farm loan investments, 
developing the Country’s agricultural resources, and 
thereby contributing largely to the world’s food supply. 
The UNIQUE SERVICE extended freely to the insured 
meriting the appellation—the 





THE REAR GUARD 


No more virile and efficient body of men can be found than the large army of life underwriters. 














The stronger the rear guard, the greater the 


The SECURITY of the non-fluctuating, panic and war 
proof investments, limited to first mortgages on carefully 
selected cultivated farms, and U. S. Liberty Bonds. 

The SAVING enjoyed by policyholders in premium de- 
posits, the result of the Company’s superior earnings, 
favorable mortality, and economy- of management. 


of Cincinnati, O. Allan Waters, Second Vice-President 
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Provident agents find that in these war times it is not 
difficult to convince a man he is not carrying sufficient 
insurance. 


Provident Income Insurance is easy to sell 











Write for Information 


THE PROVIDENT 


Life and Trust Company of Philadelphia, Pa. 


Founded 1865 





—_———— 








| THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





INSURANCE COM 





WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 








Why Canadians Wrote 
More Business in 
Spite of the War 


INCREASED PROSPERITY—CASU- 
ALTY LIST EXAMPLE 
“Go Out and Write Foreigners,” Says 
E. A. Woods—Why They Are 
Good Prospects 


Where 


after the 
dreds of 


business 
and hun- 
prospects 


shall we get our 
draft is extended 
thousands of our 
war? 

This is a question which was asked 


go to the 


and answered at the great convention 
last week of the National Association 
of Life Underwriters. The logical per- 
sons to answer the query are the Cana- 
dians because after four years of war 
their business is larger than it has 
ever been. According to the testimony 
of J. T. Wilson, of Halifax, and W. 
Lyle Reid, of Ottawa, business dropped 
off for about six months after Canada 
went into the war, but then the coun- 
try got its second industrial wind, the 
agents overcame their 
discouragements, and they started af- 
ter the applications with renewed vim. 
industrial 
wealth of the 
that people who 


life insurance 


meant 
was 


Canada’s 
that the 
growing rapidly, and 
did buy policies could purchase larger 
ones than ever before. Then, too, it 
was found that the casualty list was 
an object lesson which could not be 
overlooked. There it stood before the 
eyes of the people as they read the 
morning paper at breakfast. It meant 


prosperity 
country 


that the loved ones at home must be’ 
protected now as never before. At 
first the Canadian papers ran a roll 
honor with the names in large type. 
Then the list grew so Icng the size 
of the type had to be reduced. The 


natural question which everyone asked 
upon reading of a casualty was wheth- 


er the soldier carried insurance. Then, 
how much? 
The Canadians also testified that 


most of the policies are written on 


men of fifty, fifty-five, sixty and even 
sixty-five. They have had no trouble 
in finding prospects. 
The Neglected Foreign Laborer 
One of the 


addresses at the con- 
vention which caused a lot of favor- 
able comment because of its great 


value to the man in the field was BE. 
A. Woods’ tips about new prospects. 
What he had to say about the labor- 
ing man was of particular interest. 
Mr. Woods said that the foreigner in 


this country has been thoughtlessly 
neglected by insurance agents other 
than industrial agents. For some 


reasons the average agent has not put 
them in the category of large policy 
buyers, but as a matter of fact here 
is a field that is open to the most 
extensive cultivation. During the Lib- 
erty Loan drive the people in Pitts- 
burgh were amazed at the results in 
the rolling mills and _ factories. In 
some mills there was not a man who 
did not buy a bond, and while some 
of them were for only $50 there were 
others many times that figure. 

Life Insurance an American Institution 

While these men will also buy of 
the next Liberty Loan their savings 
are by no means exhausted. In fact, 
there is not a reason in the world 
why hundreds of thousands of these 
foreigners should not be splendid life 
insurance prospects. 

“When they were in Lithuania or 
Bohemia or Russia the idea of life in- 
surance never entered their heads,” 
said Mr. Woods, “but they are in 
America now; they are in a country 
which has adopted life insurance as 
one of its most cherished institutions; 
they have been educated up to life 
insurance by the fact that their rela- 
tives and friends in the army and navy 


are insured, and for large amounts, 
too, and they should be induced to 
buy insurance policies Their wages 
are high; and they have the money 


to pay the premiums.” 


Mr. Woods gave a number of new 
twists to the life insurance example 
ct the soldiers and sailors. He said 


that the fact that their average policy 
is for more than $8,000 could be used 
to great advantage. 

“T heard an agent say the other day, 
‘Why, even Jim, who was the porter 
in the barber shop. carries $10,000 wita 








No More International 
Agents’ Conventions 


HAVE MANY DISADVANTAGES 


Too Much Time Devoted to Addresses 
and Too Little to Delegates, 
the General View 
It is extremely doubtful if there will 
be another international convention 





of the National Association of Life 
Underwriters and the Canadian Life 
Underwriters’ Association. Admirable 


as was the joint convention last week 
in many respects there were certain 
disadvantages of the two associations 
meeting together, which are apparent 
on their face. 

In every convention there must be 
a number of formal addresses, and in 
the case of two associations meeting 
at the same time this type of address 
is doubled. Each association has as 
well a number of invited guests, some 
of whom are expected to talk, but 
whose speeches have nothing to do 
with the real meat of the convention 

selling talks Fortunately, at the 
convention last week two of the best 
addresses were those of Solicitor 
General Guthrie and Sir Edmund 
Walker. of Canada, but the fact re- 
mains that in a joint convention there 
must be too much preliminary talk be- 
fore the delegates have their innings. 

Time Limitation 

Then, too, there is the question of 
the time limitations of a program and 
the physical impossibility of crowding 
too many addresses into a three days’ 
business session. 


Prominent men who attended last 
week’s convention do not care to be 
quoted, but from what can be gath- 





Uncle Sam. Surely, you don’t want a 
smaller policy than he has.” 

In discussing the value to life in- 
surance of the closing of the breweries 
Mr. Woods cited the amount of money 
spent for alcohol in this country and 
said that al] this wealth is now avyail- 
able for purchase of other things. 

Mr. Woods’ twenty-one reasons why 
life insurance’ production should in- 
crease will be found in The Eastern 
Underwriters’ convention number of 
September 7. 


ered these views represent their senti- 
ments. 

The International Council idea is re- 
garded everywhere as a good one, and 
there is no reason why it should not 
be a success. The object of the coun- 
cil is to bring the two associations 
closer together, with some _ participa- 
tion from each country in the con- 
gresses of the other country, and a 
closer co-operation between the or 
gans of the two associations, but the 
international convention idea will 
probably be only a memory 

At Pittsburgh 

It is understood that the number 
of set speeches at the Pittsburgh con- 
vention next year will be limited to 
a handful. 


LIFE INSURANCE COURSE 





Subjects of S. S. Huebner Lectures At 
Opening Session at Columbia 
University 
The opening sessions of the S. S 
Huebner life insurance lectures at 
Columbia will discuss these topics: 

“Protective Function of Life Insur 
ance,” “Life Insurance In Its Relation 
To Saving,” “Investment Aspects of 
Life Insurance,” “Business Uses of 
Life Insurance,” “Term, Whole Life 
and Limited Payment Policies,” “En 
dowment Policies.” “Income Policies,” 
“Annuities,” “Group Insurance,” “Total 
Disability Benefits,” “Sound Plan of 
Life Underwriting.” 

The lectures will be delivered every 
Friday afternoon at the University 


Mrs. Forrest F. Dryden, wife of For 
rest F. Dryden, president of The 
Prudential Insurance Co., of Newark, 
has been appointed chairman of the 
Kssex County (New Jersey) War Coun 
cit Y. W. C. A. Mrs. Dryden is one of 
the most active women in war work in 
the state. She is chairman of the mem 
bership committee of the Red 
Chapter for Newark, and has planned 
and executed the three big member 
ship drives for Red Cross membere in 
that city She is now directing the 
work of the Industrial Service Clubs 
of the Y. W. C. A. in Bloomfield, one 
of the most important branches of this 
work conducted under the Blue Trian 
gle organization 


Cross 








will find enthusiastic friends ready 





Service—First, Last, and Always 


The agent who is selling insurance in a company which for sixty-seven years has 
been rendering unexcelled service, does not 
to bear witness that there is no better company 
in the land than the old Massachusetts Mutual. 
the past and the low net cost of the perfect 
bination that assures success to any real worker in the field. 


Occasionally we have a General Agency opening 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 







work alone. Wherever he may be, he 


Our enviable record for service in 
protection we furnish, make a com- 


54 Millions from 42 Agencies 


38 Millions Increase in Insurance in Force 





The 1917 Record of Efficient Service 
by our Competent Agency Force 


| New England Mutual Life Insurance Co. 
Boston, 


Mass. 
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LIVE HINTS FOR BUSINESS GETTERS 





Pracncal Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 











In the special issue 


Employers’ of The Pastern Un- 
Insurance derwriter, published 
Responsibility on September 10, 
and covering the 

proceedings of the National Associa- 


tion’s Convention, Sir Edmund Walk- 
er’s very valuable paper was printed 
in part. Some other points which he 
made and which space limitation did 
not allow being printed in the Septem- 
ber 10th issue follow: 

Of the various co-operative efforts of 
man to aid industry and therefore to 
avoid waste, the honestly managed life 
insurance company is the finest ex- 
ample. It helps to mitigate the great- 
est trouble, death; it teaches people 
to apprehend and provide for other 
dangers; it multiplies their savings by 
its investments; it renders its bene- 
ficial provisions possible by spreading 
the cost of the individual disaster over 
the many who co-operate. It even im- 
proves the general health of man by its 
study of his life medically and by the 
wise conditions it imposes. 

On the investment side it enables 
countless farmers and landowners to 
make betterments and it is, or it 
should be, the main help of the home- 
builder, even of the most modest 
kind. 

Under the fierce light of this war by 
which the blinding errors of commer- 
clalism are exposed, we are learning 
loftier views of our duty to each other, 
and the narrow conception of an econ- 
omy based upon the unit of a pound 
or a dollar, instead of the unit of a 
man, is changing to one in which we 
are trying to realize that all industry 
is a natural service carried on for the 
good of the community as a whole, and 
that we as individuals or as corpora- 
tions are all fulfilling various necessary 
functions in the great process of in- 
dustry. * * * Gratitude is rare even 
when it has been earned and we need 
not expect it when it is asked as a 
reward for doing what the recipient, at 
least. regards as a duty. 

I shall only venture to suggest that 
out of this profit the cost of two main 
items—the one, insurance against old 
age, disability and death; the other, bet- 
ter conditions of living-—-should be 
borne, and IT am emboldened to say this 
because many large and most success- 
ful employers admit the argument and 
act upon it. When in a bank or other 
business establishment, or in a govern- 
ment service, a pension fund is estab- 
lished, it is generally based on the sup- 
position that after a man has reached 
ful manhood, say at the age of twenty- 
five, he should, during thirty-five years 
of work ending at the age of sixty, be 
able to save enough to take care of his 
family in the ‘years when he cannot 
work, and that in addition there should 
be provision in case he dies or breaks 
down earlier. In such schemes thd 
fact that the employee seems to pay 
only a part of the cost, while the em- 
ployer pavs the balance, is misleading, 
because the part paid by the employer 
is only salary withheld from the em- 
ployee in order that it may be applied 
to such a pension and life insurance 
scheme. So long as labor is bought in 
a market of fierce competition and the 
individual workman shifts from shep 
to shop, influenced almost altogether 
by the wage alone, he is not as a rule 
able, and in any event is not usually 
provident enough. to make provision 
for his old age. Where labor troubles 
have‘ been very bad the state may have 
forced the establishment of pension 
schemes under pressure from the labor 
unions, but in the opinion of advanced 
students, who can hardly be accused of 
bias, what is necessary is that the em- 





ployer should realize that it is his duty 
to arrange for enough of every man’s 
pay to be directed to such a fund. If 
this involves paying away a portion of 
what in the past he has quite legally 
regarded as his profit, it merely means 
that we have arrived at a more just 
conception of our duty to each other, 
moving towards that more _ perfect 
state of society to which we are aim- 
ing. * * © 
if in a small town ten new factories 
are established in a short time. and the 
population is increased, say 30 or 40 
per cent. thereby, in a few years, is 
the problem changed because it hap- 
pens to be confused by the previous ex 
istence of the town and by the varying 
effects of the new ventures? Landlords 
as a class may exist in the town but 
certainly no duty devolves on them, 
and if they try to meet the need at all 
they usually build the poorest possible 
houses and endeavor to obtain the 
highest possible rents. The duty of 
the ten new employers of labor, al 
though intertwined and confused, 
seems to me to be just the same as 
that of the single employer who builds 
his factory in the country. I am not 
sure that the proper housing of work- 
ingmen, if done by companies owned 
by employers and managed as a busi- 
ness by experts, would involve any loss 
except the employment of capital at a 
rate of interest which, while sufficient 
for the ordinary investor, is not at 
tractive to the man who-can apply un 
usual ability to the use of his capital. 
+ + * 
A man who can sell will com- 
Talks mand several times the sal- 
On ary that he could earn in 
Selling routine or clerical work, or 
even in some important con- 
structive work pertaining to produc- 
tion, accounts or finance. There are two 
main reasons for this. First, the exec- 
utive head of a business is very likely 
to think of his sales department in 
terms of income and profits and of his 
other department in terms of outgo 
and expense, and as a result, is likely 
to be more liberal in his plans for 
compensation in the sales department 
Second, the actual worth to a firm of 
a man in any of these other fields can- 

















Metropolitan Life Insurance Company 
Home Office Building 





METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 


It is first in the world in amount of 
insurance in force. .. .$3,936,181,898 
It is greater than any other company 
in America in the number of its 
OE ecuatesacunceons 18,262,933 
It stood first in the world in amount 
of insurance placed in 1917 
Saielae onbAd ape aS acca $791,060,002 

It stood first in the world in gain 
in insurance in force in 1917 
PET Tee Te 

It stood first in the world in gain in 
income in 1917......$40,648,595.67 


WAR SAVINGS STAMPS 


The Company, through its more 
than 15,000 agents, has undertaken 
to sell in 1918 $65,000,000 worth of 
War Savings Certificates and Stamps, 
making an allotment to every agent. 


JOHN R. HEGEMAN, President 











not be accurately determined, but there 
is nothing uncertain about the worth 
of a salesman to his firm. It can be 
figured out in actual dollars and cents. 

The salesman comes into contact 
wtih a wide circle of business men. He 
acquires the ability to meet men and 
to'address them. He gets a first-hand 
knowledge of the big business problem 
of distribution. He learns to observe 
the business methods of others. He 
develops poise and self-confidence. In 
short, he acquires the strong, positive 
qualities that make for success in busi- 
ness. 

With all its opportunities, selling, as 
a great sales manager has put it, is the 
most fascinating game in the world: 
and it is a game of brain, pure and sim- 
ple. It satisfies man’s inherent love of 
a contest, which is inspired by the 
hazard of defeat and the chance of big 
victory. To sum up, the man who can 
sell is a success—-others may be. 

Salesmanship, in its broadest sense, 
is essentially the selling of one’s point 
of view—-the ability to start with the 
other fellow’s point of view and to 
lead his mind to the viewpoint of the 








Seventy-Five Years Ago 


On the first of February, 1843, The Mutual Life of New 
York issued the first mathematical reserve policy ever 
written by an American company. 


Having completed its 75th fiscal year on the 31st of 
December, 1917, the Company enters upon the new year 
with a justifiable pride in its impregnable strength, its un- 
surpassed policy contracts, its generous dividends, and its 
great body of well-satisfied policyholders. 


THE OLDEST COMPANY IN AMERICA 
IS THE COMPANY FOR YOU. 


For terms to producing agents address 


The Mutual Life Insurance Company 
of New York 


34 NASSAU STREET, NEW YORK CITY 








seller. When one individual endeavors 
to influence another to adopt a cer- 
tain mental attitude or to act in a cer- 
tain way, he is practicing salesman- 
ship. Everyone can profit by a knowl- 
edge of the principles of salesmanship 
and of successful selling methods, us- 
ing the terms in this broad sense. 


Everyone, at one time or another, 
sells his services. If we can present 
our qualifications in such a way as to 
convince the other fellow, we shall sell 
our services more surely, and possibly 
at a higher figure than if we are un- 
certain in our methods. The corpora- 
tion treasurer, when he goes to borrow 
funds, must “sell” the bank on his prop- 
osition. The great lawyer, pleading for 
a life before a jury, is simply trying to 
“sell” that jury his point of view. 
Even a great statesman might well be 
compared to a high-class specialty sales- 
man. 

Every man, then, has a vital inter- 
est in that knowledge of the human 
mind and that practice of persuasion in 
which lies the essence of salesmanship. 
—‘Salesmanship and Sales Manage- 
ment.” 





Morgan G. Bulkeley, Jr., assistant 
treasurer of the Aétna Life Insurance 
_Co., who is now in the United States 
Army in France, has been promoted 
to be Major, Infantry, N. A., 101st Ma- 
chine Gun Battalion. Major Bulkeley 
enlisted in the old Troop B, entering 
as a private and rising until at the 
time the troop went to the Mexican 
border in June, 1916, he was its second 
lieutenant. He became captain in De- 
cember, 1916, after the return from 
Arizona. He became commander of the 
Company B, which succeeded the old 
troop. The unit went to Willimantic, 
Conn. in August 1917, and sailed for 
overseas in October. For several 
months he has been acting as major 
of the 101st Machine Gun Battalion, 
the commander, Major James L. How- 
ard, secretary of the Travelers Insur- 
ance Company, having gone to the 
staff of Major-General Clarence R. Ed- 
wards, commanding the Twenty-Sixth 
Division. 





Joining Merchants’ Association 

New York insurance men are join- 
ing the Merchants’ Association in in- 
creasing numbers. Warren M. Kim- 


ball & Co., 123 William Street; Pea- 
body, Slosson & Smyth, 91 William 
Street; Starkweather & Shepley, 55 


John Street and John D. Wyeth & 
Co., 91 William Street, are among the 
new entrants. 
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Connecticut General 
Policy Provisions 


INNOVATIONS IN 1918 EDITION 


Extends Suicide Clause to Two Years, 


Also Contestable Period in 
Like Manner 





The 1918 edition of policies of the 
Connecticut General Life contains many 
important changes as pointed out in a 
letter to agents describing an annual 
life policy, participating, the issuance 
of which began September 3. The com- 
pany states: 

Edition of 1918 

Protection in event of total and per- 
manent disability printed on first page 
of contract and materially liberalized. 
Provides settlement in twenty annual 
instalments of 6.8% of the face of the 
policy, with the continuance of such 
payments as long as the insured sur- 
vives and is totally disabled. In lieu 
ot such annual instalments the pay- 
ments may be made monthly at the 
rate of $5.75 for each $1,000 of insur- 
ance. 

Revival in Event of Lapse 

Provides for instatement upon satis- 
factory evidence of insurability, at the 
Company’s rates for standard risks. 

Suicide Clause 

Suicide is not a risk assumed by the 

Company during the first two years. 
Incontestability 

Contestable during the first two 
years. 

Premium Refund 

Addition of paragraph providing that 
the policy shall become full paid or 
nature when the legal reserve and sur- 
plus credited thereto under Options 2, 
3, 4, 5 or 6, are sufficient to bring 
about this result. 

Change of Beneficiary 

Addition of a paragraph providing 
that the insured may release the pol- 
icy, or any additions or accumulations, 
for a cash, loan or other value, if the 
right to change the benefit has been 
reserved, without the consent or signa- 
tures of any beneficiary. 

War Service 

inclusion of war service clause which 
specifically places no restrictions on 
military service within the United 
States. For naval service or military 
service involving aeronautics, or out- 
side of the United States, a permit 
must be obtained, for which at present 
an extra premium at the rate of $100 
per thousand per annum is required. 
The disability clause is rendered null 
and void during war service. 

Surrender Values 

Full reserve guaranteed at the end 
of the tenth and succeeding years. 

Company may defer payment of cash 
0° loan values for a period not exceed- 
ing ninety days from date of applica- 
tion, in accordance with the statutes 
of certain states. 

Settlement Options 

New and attractive additional meth- 
ods of settlement incorporated in the 
policy. Special agreement for settle- 
ment included, providing by endorse- 
ment for the abrogation of the right 
of any beneficiary other than a corpora- 
tion or voluntary association, to com- 
mute any instalments or withdraw any 
deposit without permission of the in- 
sured filed with the Company during 
his lifetime. 

As the policy does not forbid mili- 
tary service within the United States, 
ho permit for such service is necessary. 





CART BEFORE THE HORSE 

The man who is able to pay for 
either a home on the instalment plan 
or for a life insurance policy, as he 
chooses, but not for both, gets the 
cart before the horse if he adonts the 
former vlan. If he has already con- 
tracted for a home he can right things 
by taking life insurance in sufficient 
amount to pay off the mortgage in 
case of his death——‘Points.” 





Hunsicker on Estates Insurance 
(Continued from page 5) 


them. This insurance you can make 
payable to an individual, thus freeing 
it from taxation, or it can be made 
payable to your executor, he to pay the 
tax immediately with the life insurance 
fund provided for that purpose. In 
this latter case, of course, it would be 
subject to tax. 


$1,000,000, Estate Argument 


Now, what will be the amount your 
estate must pay in taxes? You can see 
by these charts exactly what must be 
paid. We will assume, for argument 
sake, that your estate is worth $1,000,- 
000. The Federal Government Inherit- 
ance tax of September 1916 and amend- 
ed in March of 1917, would amount to 
$57,750. The War Inheritance tax of 
October 1917 would amount to $19,250; 
your New York direct inheritance tax 
is 4 per cent. for lineal descendants, 
amounting to $40,000 (there are some 
small exemptions in the New York 
State law ranging from $500 to $5,000 
for each heir) and the total tax would 
be $117,000. In addition, there is a tax 
on a tax. You may have holdings in 
other states. The taxes in these other 
states must be paid in addition to the 
New York State tax, and from these 
charts you can tell exactly what must 
be paid. You may have stock ina Penn- 
sylvania corporation making it neces- 
sary to pay a tax in the State of Penn- 
sylvania. The bulk of your estate may 
consist of stock in a company incorpo- 
rated in New Jersey, and you will have 
to pay an additional tax to the State 
of New Jersey before any transfer will 
be made. 


A Pennsylvania Case 


The other day I heard of the estate 
of a Pennsylvanian whose principal 
holdings were in the States of Wash- 
iagton, Oregon and California (in this 
last named state, the State direct tax 
goes as high ag 15 per cent.). In figur- 
ing out the total amount of taxes to be 
paid by this estate tne executors found 
that they would have to pay the Fed- 
eral Inheritance tax, the Pennsylvania 
Inheritance tax on his entire holdings, 
as well as the tax on his holdings in 
three states I have just mentioned. On 
a valuation of his entire estate of $7,- 
600,000, it was found that it would take 
$2,000,000. What a grand thing it would 
have been for the estate if that man 
had had the foresight enough to pro- 
vide for its taxes. His executor is un- 
able to borrow the money and _ indica- 
tions are that his estate will have to 
be sold at an awful sacrifice to realize 
the cash to pay these taxes. This is 
only one of many g6uch instances that 
are occurring quite frequently where 
the executors are trying to find ex- 
cuses why the taxes should not be paid, 
and putting off the day when without 
doubt the Government will sacrifice 
the estate to secure their money. 

I honestly and truly believe that every 
man who has accumulated an estate 
of any reasonable proportion must pro- 
vide life insurance if he can secure it 
to cover these taxes which must be 
paid. I feel that he must have it and 
I cannot understand it if he does not 
avail himself of the opportunity of buy- 
ing it. 


Raymond P. Wheeler, of the Travel- 
ers Actuarial Department, has received 
a commission as lieutenant at the Cen- 
tral Officers Training School at Camp 
Lee, Petersburg, Va. 
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Missouri State_ Life Policies Rich In Selling Points 





Facts— 


Over $156,000,000 of Insurance in Force 

Over $27,000,000 of New Insurance Gained in 1917 
Average Interest Rate Earned in 1917 6.6% 

Policy Contracts New and Attractive 
Non-Participating Policies 

Participating After End of Premium Paying Period 
Operating in 38 States, and the Territory of Hawaii 


Missouri State Life Insurance Company 


Fastest Growing Life Insurance Company in America 
Home Office, St. Louis, Missouri 

















NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 


WHICH FOR 


SIXTY-EIGHT YEARS 


HAS PROTECTED THE 


HOME AND FAMILY 


Edward D. Field, Superintendent of Agencies 























Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 
By the State of Texas, June 28, 1915 

“It is noteworthy that this Company was organized without any promotion expenses. *’ 

“*I beg to report further that I find the Company in excellent financial condition.” 


“The volume of its business has steadily increased, its surplus is growing rapidly ana 
its funds are being carefully conserved under expert supervision.*’ 


Home Office, DALLAS, TEXAS 














OLDER MEN AS AGENTS 
The accident and health companies 
are taking steps to induct into their 
service, as agents to replace men who 
are in military service or subject to 
it, men who are either above 45 or 
physically unfit for active service and 


More 
several of the companies have had Power 
very good experience with men of this 


type, To You 


The Bankers Life of Des Moines has 
received notice of the safe arrival over- 
seas of Capt. Glen R. McCarty, 365th 
Inf., A.E.F., who formerly was one of 
the able salesmen of the Company in 
the state of Illinois. 


Mortality Query 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
(Continued from page 1) give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


lication of the Actuarial report, the 
committee believes that it would be in- 
appropriate to make further reference 
ai this time to the specific features of 
the new mortality investigation. 

The committee on new mortality in- 
vestigation consists of H. Pierson Ham- 
mond. Actuary, Connecticut Insurance 
Department; George W. Smith, Actu- 
ary, Massachusetts Insurance Depart- 
ment; R. E. Ankers, Actuary, Virginia 
Insurance Department; H. FE. Ryan, 
chairman, Actuary, New York Insur- 


ance Department. Bankers Life 
Payroll pains Sen. of ‘the Aetna Company 


office at 100 William Street, has taken - 

up Y. M. C. A. work and will leave DES MOINES 
soon for France. He will visit all the 
camps there and audit the accounts. 
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AMENITIES 
insurance 


CONVENTION 
As this is the 
agents’ conventions it is a fitting time 


season for 


for some comments upon the amenities 
which should govern gatherings of this 


kind. The life agents met in New 
York last week, the fire agents meet 
in Cleveland next week, while in Oc- 
tober there will be a gathering of the 


casualty agency clans in Atlantic City. 

In many respects the convention of 
the life agents held at the Hotel Astor 
nearly all of an extra- 
ordinary affair of the kind. Certainly, 
more insurance men attended this con- 
vention than have ever before been at 
a business session of insurance men, 
and there was dull moment. 
Counting those taking either a peek or 
a complete survey of the proceedings 
there were at least 3,000 men and wo- 
men sellers of insurance, while the cal- 


last week was 


not a 


iber of men who appeared before the 
convention was high and the speaking 
worthy of them. One would think that 
a convention which had promised ae 
attractions President Wilson, Secre- 
tary of State Lansing, Lord Reading, 
the British High and 
Charles FE. Hughes, and which did not 
make good on the appearance of these 


Commissioner, 


celebrities, would have rather hard 
sledding to hold the crowd, but, great 
as was the disappointment over the 


non-appearance of these men of high 
station, the convention was a big suc- 
There were enough 
the outside world and 
itself to make every 
worth while. That they could 
have been even illuminative and 
instructive is the only tinge of regret. 


cess just the same. 
dignitaries of 
in the 
session 


business 


more 


There is a code of amenities govern: 
ing conventions just the same as indi- 
and managers of gatherings 

sort should them 

It should also be constantly 
that the 
underlying motive inducing busy men 
to attend conventions, traveling in some 
the to 
a business way through the 
sessions. When all is done 
the d’etre of a of 
insurance agents is to check up the sell- 


viduals 

of this bear 
in mind. 
before 


convention managers 


instances continent, is 


benefit in 


across 


and 
convention 


said 
raison 


ing ideas of the year, to learn about 
new ones, and to analyze them. If a 
convention or congress of life under- 
writers does not unearth a new selling 
idea it is a failure. If the delegate at 
the convention returns to his home 
without having picked up something 
new and worth-while which he can com- 
municate to his fellow townsmen or 
agents not fortunate enough to attend 
the the value of the trip 
is questionable. Because this is true, 
ir the last analysis, the men who at- 
the particularly the 
successful men, should partici- 
pate in the proceedings as much as 
possible. The speeches and rou- 
tine reports should be gotten out of 
the way as rapidly as possible, leaving 
plenty of time for discussion, the nar- 
ration of experiences and the asking 
o’ questions. This not only makes a 
more instructive convention, but a more 
spontaneous one. If the discussion 
that furnishes the meat of the proceed- 
ings is long delayed it will take 
place before empty seats, as the last 
day of a convention opens with a di- 
minishing attendance, while the con- 
cluding session as a rule is poorly at- 
tended. 

Those who came the 
last week fortunately heard 


convention, 


tend convention, 


most 


set 


too 


convention 
consider- 


to 


able discussion on two big new feat- 
ures of life insurance salesmanship, 
viz.: the inheritance tax arguments, 


and the new prospects which must take 
the place of the depleted list caused 
by the war, but they did not hear quite 
enough. Four men who have been re- 
markably successful in presenting 
estates taxation life insurance selling 
arguments and who were advertised to 
speak did show up, but were introduced 
at such a period in the proceedings 
that an attempt was made to rush this 
important discussion through in forty 
minutes. When the delegates demand- 
eq more of this discussion it was not 
possible to give it to them as the event 
had been placed too far down in the 
program. The discussion following the 
reading of a paper by E. A. Woods, giv- 
ing twenty-two reasons why agents 
should write more life insurance than 
ever, was also rather poorly handled 
as no previous arrangement had been 
made for floor participation in the dis- 
cussion. 

two f atures of tremendous 
value to the delegates were not empha- 
sized as they should have been. The 
the convention managers is 
a very good one; fi. e., the internation- 
a! convention made it necessary to take 
up a lot of time in formal, felicitous 
speeches of an international nature, 
and the deep undercurrent of war 
thusiasm made it impossible for many 
of the speakers to talk without discuss- 
ing at length phases of the 
Just to draw the line at 
war talk is a problem of the most deli- 
cate nature, which all convention man- 
agers must meet. Certainly, everybody 
would be greatly disappointed if mem. 
bers of the American or Canadian gov. 
ernments —distinguished representa- 
tives of both were present last week 
did And the of- 
ficers of the associations are perfectly 


Thus, 


excuse of 


en- 


various 


war. where 


not discuss the war. 
correct in discussing certain phases of 
the war in their annual 
ports, but some effort should be made 


prepared re- 


at trade conventions to convince the 
ordinary man in the business, the man 
without real inside knowledge of the 
great events in the war and diplomatic 
field, the regular speaker on a busines 
or technical topic, that he is not sup- 
posed to outline America’s war aims, 
tell why we are fighting, predict the 
duration of the war, delve into diplo- 
matic subjects, at great length. 
There is a ready temptation to do this 
and while the speaker’s ardor, indigna- 
tion and patriotism are most commend- 
able, a lot of time is consumed. 

At the time, officers of con- 
ventions should also bear in mind that 
a trade speaker is entitled to courteous 
treatment when he arises to speak on 
a topic before the convention. He 
should not be hushed up in an arbitrary 
fashion, nor choked by the gavel in 
an unceremonious manner. At the con- 
vention last week some of the most 
thoughtful :tudents of the business were 
not given enough consideration because 
it was desired to rush the proceedings 
through. The ultimate effect of this 
may be to drive certain individuals 
away from conventions, the very type 
of men, often, who should attend and 
participate in the discussions. 

Another convention amenity to 
observed is the proper introduction of 
speakers. In his presentation to the 
audience the chairman should identify 
them. If he does not, much of the 
value of the talk is lost. 

Despite the fact that there was 
enough good material at the National 
Association of Life Underwriters’ con- 
vention to have kept the convention 
going for at least another week the 
amazing thing is that so much “good 
stuff” was crowded into the sessions. 
Every delegate left the city richer than 
when he came in instructive, valuable 
information; broader by reason of his 
contact with shining lights, freshly in- 
spired by the glows of patriotism, and 
proud of the fact that he had attended 
a convention that will long live in the 
raemories of all who attended. 


etc., 


same 


be 





SNAP JUDGMENT 
Lawrence W. King, Rate Supervisor 


of Minnesota, in a paper on State Su- 


pervision of Fire Insurance Rates, said 
to insurance commissioners this week 
that the BE. G. R., L. & L., Universal, 
Pink, Pacific Coast and Texas General 
Basis Schedules have pur- 
pose, but that their days of usefulness 
are rapidly nearing an end. 

How does he know that the E. G. R. 
and L. &. L. are nearing the end of 
their usefulness? Neither of them has 
been in operation as a practical rat» 
making schedule. The L. & L. is in- 
tended as an improvement upon exist- 
ing schedules of the same general na- 
ture; while the E. G. R. strikes into a 
new field and for practical use would 
require years of data-gathering upon 
which to base its operations since it 
has for its foundation the classified 
experience of all fire insurance com- 
panies over a period of years. 


served a 


PARET NOW WITH OCEAN 
Frank M. Paret, formerly special 
agent of the Fidelity & Casualty at- 
tached to the metropolitan office, is 
now with the Ocean Accident as an 
automobile 


underwriter, 











THE HUMAN SIDE 

















MARSHALL 


ROWLAND S&S. 


Rowland S. Marshall, of Washing- 
ton, D. C., is one of the few men in 
insurance who have made the leap suc- 
cessfully from fire to life insurance. 
He has been appointed general agent 
of the Missouri State Life for the Dis- 
trict of Columbia and Virginia. For- 
merly he was a well-known fire agent 
in Washington. 

+ * ” 

James G. Madigan, recently 
president of the International Claim 
Association, is a native of Albany 
County, New York. He was a student 
at. Union University and took the law 
course at the Albany Law School. He 
practiced law in the Capitol City be- 
fere going to New York to take charge 
of the claim work for the Great East- 
ern Casualty, with which he is now 
connected. His position with that 
company is rather unique in casualty 
claim work. All the claims of the vari- 
ous branches of the business conduct- 
ed by that company are handled by one 
claim department of which Mr. Madi- 
gan is the chief. 

He is also the general y for 
the company and conducts personally 
the work arising out of the automobile 
and liability departments in the Metro- 
politan District, besides supervising all 
the claim work of the company wher- 
ever it conducts its business. 

Mr. Madigan has been advocating for 
some time the closer co-operation be- 
tween the casualty and life companies, 


elected 


attorney 


particularly with reference to the _ in- 
spection and investigation branch of 
the work and has been successful in 


bringing about a conference for the dis- 
cussion of a uniform application blank 


for use by both classes of insurance 
organizations. 
At the convention in Chicago, Mr. 


Madigan read an interesting paper on 
“The Effect of War Conditions on Claim 
Work.” It is disclosed remarkable 
changes in statistics with regard to 
claims made against the casualty com- 
panies, particularly in industrial, health 
and accident, theft and automobile 
negligence insurance. 

Mr. Madigan expects the coming year 


in the Claim Association to complete 
the work of standardization of claim 
blanks, in which.the Association has 
been engaged for some time. 
> 2s 

W. O. Badger, Jr., a New York in- 
surance lawyer, is receiving condo 
lences from friends because of the 


death of his baby. 
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INSURANCE COMPANY 





Senator Sherman 
Will Address Agents 


ON FEDERAL ENCROACHMENTS 


FIRE INSURANCE DEPARTMENT ;™ E AUTOMOBILE—} 


Thirty-five Delegates Attending From 
New York State—Cleveland Agents 
Active 


The convention plans of the Nation- 
al Association of Insurance Agents are 
taking their final form and Secretary- 
Treasurer Chauncey S. S. Miller an- 
nounced this week that U. S. Senator 
Lawrence Y. Sherman, of _ Illinois, 
would make the opening address at 
the convention on the subject of “Fed- 
eral Encroachments on _ Insurance.” 
This and the duty of insurance agents 
in the war are to be the two major 
topics of the convention. There will 
be thirty-five delegates from the New 
York State Association, most of whom 
plan to leave on the Lake Shore Lim- 
ited on Monday afternoon, together 
with the New Jersey and Connecticut 
delegates. 

Other Speakers 

In addition to the speakers already 
announced addresses will be made by 
F. A. McElroy, Columbus, “Cash Pre- 
miums vs. Undue Credit’; A. W. Neale, 
Oscar A. Smith, August Rehhan, P. J. 
Clancy and G. Arthur Howell. Com- 
missioner Fairchild, of Colorado, will 
also speak on “Federal Encroach- 
ments.” 

A reception committee of eighteen 
Cleveland local agents has been ap- 
pointed, some of whom will be in the 
lobby of the hotel at all times to direct 
the delegates to the place of meeting. 
A dinner, dance and special entertain- 
ment has been planned for Thursday 
evening to be held in the Ball Room of 
the Winton Hotel and_ reservations 
have also been secured for this eve- 
ning at the Winton Ice Skating Rink, 
which is one of the largest in tne 
country. 

The plan for Tuesday evening has 
been changed to include a_ Liberty 
dinner and smoker in the Statler at 
which all patriotic demonstrations will 
take place in order not to interfere 
with the set program of the conven- 
tion. An automobile ride around the 
city has been arranged for Wednes- 
day with many sources of entertain- 
ment provided for tne ladies while the 
men delegates are occupied in business 
session. 

Mr. Miller also reports that the 
present outlook is that the convention 
will be the biggest in the history of 
the association, with two and three 
times the usual number of delegates 
from practically every state except 
some of the Pacific Coast Associations. 
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OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


Committee to Draft 
New Enemy Clause 


CASH CAPITAL 
CONSULT OUTSIDE INTERESTS 


National: Board Committee Will Meet $ 2.0 0 0.0 () 0.0 (0) 


Again on Tuesday of Next Week 


for Action ASSETS 


si ost ls te $7,266,538.81 


terests to attend a meeting on Tues- 


day at which the provisions of the LIABILITIES, EXCEPT CAPITAL 


present enemy clause attached to fire 
insurance policies would be discussed $3 O86 345 45 
were sent out by the National Board 8 § e 


ae a ee SURPLUS TO POLICYHOLDERS 


merchants’ Association, Brooklyn 


Chamber of Commerce, title and mort- 
gage companies, underwriters and 4 180 193 3 6 
brokers were present at the meeting. * * e 


The various phases of the Trading 

















with the Enemy Act and the present LINES WRITTEN 

enemy clause were discussed and sev- FIRE MARINE WAR RISK 

eral amendments to the clause sug- . 

gested, following which a committee TORNADO WIND STORM MAIL PACKAGE a 
representing all interests was ap- RENTS LIGHTNING TOURIST BAGGAGE 
pointed to meet again on Tuesday of PROFITS EXPLOSION SPRINKLER LEAKAGE 
next week with their findings to be HULLS COMMISSIONS USE AND OCCUPANCY 
submitted to the committee of. the CARGOES AUTOMOBILES INLAND MARINE 
National Board. The committee ap- 2 7 7 r ag eae ae —- 
pointed is composed of Hartwell Ca- FLOATERS LEASEHOLD ; INLAND TRANSPORTATION 
bell, attorney for the Alien Property REGISTERED MAIL 

Custodian; A. B. Latson, representing 

the Brooklyn Chamber of Commerce; Affiliated with 


C. J. Doyle, counsel of the National 


oat ch Gee AETNA LIFE INSURANCE CO. 
: ZETNA CASUALTY & SURETY CO. 


NEWARK HIT BY WAR 

Robert O'Gorman, of O'Gorman & 
Young, Newark, is going into the serv- 
ice. His partner, Roger Young, has al- 
ready gone. The war fever is gripping 
other Newark insurance men. Louis 
O. Faulhaber has taken a decidedly 
warlike attitude of late. C. T. Moffatt 
talks as though he might pack up and 
£0. 
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London Lancashire | 
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Sire Insurance Co. Ltd. 
OF LIVERPOOL, ENGLAND. 





Fire Insurance Special 
Agent’s Positicn Wanted 

















Am 38 years of age and married. 

Have had 12 years of agency expe- , 65th Annual Statement 

rience and 6 years executive field DR Ainsrosscxhupetaetardinunedel 

experience as a Home Office Special — 

Agen fo F Casualty Comnany. An, Swowrance a ADIT .nccccccccccvcccvcecccccesocs 

Poel oe Sadi foe uk Ne a Ohia wW, te 43 14. Conflagration Surplus ............. 250,000.00 

Indiana and Southern Michigan What of *% Surplus to Policyholders.......... 2,650,983.09 

have ol o offer? Will be available a - eo 

cher tet, bx seenees Gales tn Cove F. L. GILPIN, JR., 434 Walnut St., Phila., Special Agent.MIDDLE DEPT. 

ae, Se. ROS 3. J. PARMELEE, Syracuse, N. Y., Special Agent.. NEW YORK STATE 

“SPEC — rg r, r GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 

Care of The Eastern nderwriter, > 7 f P ~ vw . 
105 William Street, New York F. F. BUELL, Troy, N. Y., Special Agent........ NEW YORK STATE 
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NORTH CITY 
BRANCH INSURANCE 
FIRE INS. CO. COMPANY 

















MARINE AND FIRE | vith nes rp 
INSURANCE COMPANY Ine, 1911 Ine, 1870 
LIMITED | $641,341.77 | ... .$357,318.58 
| ree .. . 280,513.29 Reserve 54,256.92 
300,000.00 Capital 200,000.00 
UNITED STATES FIRE BRANCH | Surplus ......... 63,479.83 itis sea etunnw.. ee 
J. A. KELSEY, General Agent OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
80 MAIDEN LANE NEW YORK TERRITORY UNDER AN EXPERIENCED MANAGEMENT 
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BROKERS ACTIVITIES 
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CALDWELL OPERATIONS ENDED 





Enemy Property Custodian Makes 
Statement Telling of Misunder- 
standings of Work 


The following statement was sent 
out last week by A. Mitchell Palmer, 
Custodian of Alien Properties, describ- 
ing the operations of Dean Caldwell 
in connection with his office and tell- 
ing of the discontinuance of the same: 

“Having taken over nearly 200 cor- 
porations, owned in whole or in part 
by the enemy, I felt.that I should be 
certain that their physical properties 
were properly insured. I accordingly 
asked Dean Caldwell, an insurance 
broker of Washington, who has had 
considerable experience in that line of 
work, to make a survey of the exist- 
ing insurance upon the larger proper- 
ties. As this work was being done in 
the interest of the corporations them- 
selves, I suggested to the directors of 
the corporations that Caldwell’s com- 
pensation should be paid by them, and 
that it might either be paid by a fee for 
the service rendered, or by giving him 
the additional insurance, if any, which 
we might find it necessary for the com- 
pany to carry. This was left entirely 
to the judgment of the board. 

“In our letter to the companies we 
said: 

“Since the properties involved will 
secure the benefit of Mr. Caldwell’s 
services, it seems proper that hfs com- 
pensation should be borne by the prop- 
erties rather than by the Government. 
It has been arranged with Mr. Cald- 
well that he will accept as his com- 
pensation the brokerage to be derived 
from placing any additional insurance 
which may be necessary, in the event 
it is seen fit to allow him to place the 
same. In the event additional insur- 
ance is otherwise placed, Mr. Caldwell 
should, of course, receive a reasonable 
fee for his services. The method of 
compensation is intended to be left 
wholly to your option. And it will be 
understood that Mr. Caldwell will not 
interfere in any way with existing in- 
surance or with the contracts of com- 
panies for such insurance with insur- 
ance companies, agents or brokers now 
handling the same.’ 

“I left entirely to the several boards 
of directors to determine how Mr. Cald- 
well’s compensation should be arranged, 
and made it perfectly clear that the 
present insurance arrangement of the 
companies should not be_ interfered 
with in any way. The suggestion that 
his compensation might be paid, if the 
directors desired, by the brokerage on 
additional insurance was simply in- 
tended to save expense to the corpora- 
tions. 

“Some weeks ago, however, I learned 
that some of the corporations involved 
and their regular insurance agents and 
brokers were laboring under the im- 
pression that we intended to divert a 
large portion of this business to Mr. 
Caldwell, a result which was not in 
contemplation. As a matter of fact, 
Mr. Caldwell has done valuable service 
for us at considerable expense to him- 
self, for which he has not yet been 
compensated, and the brokerage which 
he has received on additional insur- 
ance placed by him has been negligi- 
ble as compared with the expense to 
which he has been put in our service. 

“Rather than have our purpose and 
position misconstrued in the ingsur- 
ance world I decided some weeks ago 
to dispense with the services of Mr. 
Caldwell in this matter and shall here- 
after rely upon the boards of directors 
of the several companies to make an 
securate survey of the insurance which 
they carry and to see that any addition- 
al insurance which we may deem neces- 
gary is placed through such agents or 
brokers as they may select.” 


NEW JERSEY AGENTS SET DATE 


Large Attendance Assured at Atlantic 
City to Hear Results of Cleve- 
land Gathering 





This year the New Jersey Associa- 
tion of Insurance Agents will meet in 
Atlantic City, September 26. As this 
date follows that of the National As- 
sociation meeting in Cleveland, the 
discussions will be of more than usual 
interest as many Jersey men will go 
to Cleveland. 





BASEBALL LEAGUE RESULTS 
The standing of the teams of the 
Insurance Baseball League as a result 
of Saturday’s games is as follows: 
Won Lost Percent. 
11 


EORIBOMEE. « ssccscaccdssves 2 BAG 
MOR: sc snunssivscvagesncs 10 3 769 
TS fee 9 3 750 
DEEMED. sechassassnveneress 7 5 583 
WOUND | gcenncsnsesucoeces 4 6 400 
Wade Robinson & Co.... 4 9 307 
PONG erovivestvetaesesere 4 10 .285 
Retae. CAGE cccccesvevesene 1 12 076 


BROKERS’ LIBERTY LOAN DRIVE 

The New York Brokers’ Association 
is preparing for the new Liberty Loan 
drive and a meeting will be held soon 
at which the final arrangements will 
be made. 





J. T. GEERY COMMISSIONED 

John T. Geery, of Geery & Coutant, 
has been commissioned a_ second 
lieutenant in the chemical division of 
the Army and will be stationed at 
Lakehurts, N. J. 





CHARTIER HAS BOSTON 
Charles C€. Chartier, Long Island 
City agent, has been appointed agent in 
that territory for the Boston Insur- 
ance Company. Mr. Chartier now rep- 
resents the Scottish Union, State As- 

surance, Mercantile and Boston. 





IN CHARGE OF FIRE BRANCH 

Elwood Heffner has taken a position 
with Kookogey & Hook as manager of 
the fire department. Mr. Heffner had 
been manager of the fire department in 
the office of Joseph S. Blum & Co., 80 
Maiden Lane. He was also with the 
Aetna, doing outside work in the fire 
and automobile departments. 


JOINS STICK AGENCY 
Albert Rovics. a brother of S. E. 
tovics. of M. C. Feldman & Co., is 

now attached to the Brooklyn agency 
of John Stick as a solicitor. 


NEW YORK STATE DEPARTMENT 


HUMBOLDT. FIRE OF PA. 


CAPITAL FIRE OF N. H. | : 
PERCY B. DUTTON, Manager, ROCHESTER 


TEUTONIA FIRE OF: PA. 
red 0) {eg f(t), | ame) ar ede 

















SCHAEFER & SHEVLIN 


100 William Street 


GENERAL AGENTS 


New York, N. Y. 


FIRE and AUTOMOBILE INSURANCE 


Excellent Facilities for Handling Suburban Business 








Phone: John 2312 























LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES | 


AND CUBA 


E. F. FLINDELL 
INSURANCE 





1 LIBERTY STREET 


Telephone John 2612 


NEW YORK 


LOCAL OFFICES 


JERSEY CITY, N. J. 
Montgomery St. 
Tel. 216 Montgomery 


BROOKLYN, N.Y. 
153 Remsen St. 
Tel. 2504 Main 


NEWARK, N. J. 
9-15 Clinton St. 
Tel. 614 Mulberry 














BRITISH AMERICA 


ASSURANCE CoO. 


Incorporated 1833 


(FIRE AND INLAND MARINE) 


Head Office, Toronto, Canada 


United States Branch 
January 1, 1918 
BORD. cccsrcdbeneusousenseeseess $2,192,173.14 
Surplus in United States..... 772,927.35 
Total losses paid in United 
States from 1874 to 1917, 
DINO sc scicaauuedanoniamrde 25,298,472.00 
W. B. MEIKLE, Pres. & Gen. Mgr. 











H. KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
105 William Street, New York City 


THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com 
pany is in the conservatism of its man 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 

R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. aa Secretary 

WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 





100 WILLIAM STREET, NEW YORK 











307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA, 














ad HILAD ELPHIA 





PENNSYLVANIA 


NEW JERSEY 








ADEQUATE | CLARENCE A. KROUSE & CO, | SATISFACTION 
LOCAL aNp GENERAL AGENTS SERVICE 
ALL LINES 325 WALNUT STREET \ PHILADELPHIA, PA. 4 ALL LINES 








B. M. CROSTHWAITE & CoO. 


Fire and Automobile Insurance Specialists 


Lines Bound Anywhere in New York State 
45 John Street, New York City, N. Y. 


Telephones 2404-5-6-1758-1090 John 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 





Home Office: 68 William Street 
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Where Hardison Draws 
The License Line 
PROTECTION FOR REAL AGENTS 


Will Not Permit Banks or Automobile 
Dealers to Dictate Insurance 
Placing 











In a paper on “Agency and Broker- 
age Problems” Commissioner Hardi- 
son, of Massachusetts, addressing the 
Insurance Commissioners’ convention 
in Denver this week, said he did not 
intend to issue a license to those who 
seek to secure commissions on premi- 
ums for insurance on their own in- 
terests. No licenses to men who place 
insurance for tneir employers only 
would be issucd. Continuing he said: 


Then again there is a class of agents who 
are in such an advaintageous position as to 
force applications to be made to them for in- 
surance. refer to officers of savings and co- 
operative banks, which loan large amounts in 
the aggregate on mortgages. The banks, of 
course, want their interests insured and re 
quire that fire policies be furnished by the 
mortgagor. We do not permit them to attempt 
to take this business from the borrower’s agent 
or broker, nor do we permit the bank officers 
to use their knowledge of the expiration of 
policies to secure the renewal in companies 
which they represent. Indeed, they have to 
sign an agreement with me that they will not 
interfere with this business by taking advan 
tage of the information which they possess to 
eliminate the borrower’s agent or broker. But 
for this rule about all the insurance placed 
upon loans in some of the banks would be 
negotiated by the officers of the banks or by 
some employee thereof. 

Automobile dealers and their employees are 
now beginning to seek licenses for the purpose 
of insuring the cars which they sell, but I 
require them to sign a similar agreement so 
as to protect regular agents. 


Soldier Agents Interests Safeguarded 


The Commissioner made the follow- 
ing statement regarding holding busi- 
ness for soldier agents: 


The departure of many agents and brokers 
to fight our battles in the trenches, thus ren 
dering it impossible for them to continue to 
conduct their business, presents another prob- 
lem which will increase in importance if the 
draft age ig increased to 45, as the older ages 
will show a larger and more important volume 
of business to be taken gare of. Up to the 
present time no cases have come to my at 
tention that it was difficult to handle unde» 
our rule that an arrangement should be made 
with some competent person having a license 
to carry on the absentee’s business in the ab 
sentee’s interest and without compensation 
from commissions, or, if an inexperienced per- 
son is to carry it on, the condition must be 
met that his work will be supervised. I have 
reason to believe that the agents who remain 
at home are responding in a most gratifying 
manner to calls for assistance by those who 
are making the sacrifice. They could hardly 
do less and in event that the absentee never 
returns, which will be the fact in many cases, 
this business, I trust and believe, will be 
handed over in good faith and conscience to 
the representatives of those to whom it right- 
fully belongs. 


Criticizes Excessive Cancellations and 
Over-Insurance 


Commissioner Hardison also de- 
clared that special consideration should 
be shown women who are widows of 
insurance agents and who expect to 
continue their husband’s business. 

During his talk he criticized the non- 
taken policy practice and over-insur- 


ance. Responsibility for the latter ne 
gave to the practice of paying the 
same remuneration to poor underwrit- 
ing as to good underwriting agents. 


Ellsworth Argues For Individual Re- 


sponsibility For Fires 


F. H. Ellsworth, Commissioner of 
Michigan, in discussing “The Fire In- 
surance Situation” said the time has 
arrived in this country for individual 
responsibility for fires. 


“Is there any reason why a person 
should not be punished in some way 
for maintaining a property endanger- 
ing the lives and property of otners?” 
he asked. Fire insurance affords about 
the only medium known through which 
a man may profit by his own negli- 
gence, and in every other sphere of 
human activity a man is barred from 
recovery by his own carelessness or 
neglect. He sharply criticized the over- 
zealous agent. 

He said the best remedy for reduc- 
ing tae cost of insurance is to reduce 
the loss rat‘o. This remedy, not gov- 
ernmental or state insurance, is the 
proper one. “The great insurance sye- 
tem now in existence, upon which the 
business of the country is dependent, 
must not be broken down or impaired. 
This is no time for experiments and 
substitution of theories.” 


LETTER FROM LT. LUDLUM 


Son of Home’s Vice-President Writes 
from Hospital—Front Changes 
Rapidly 
Vice-President Ludlum, of the Home, 
whose gon, Lieutenant Clarence A. 
Ludlum, Jr., was wounded in action in 
France during the first week in Aug- 
ust, received an unusually interesting 
letter from him just before leaving for 
the Commissioners’ convention. The 

letter in part follows: 


Back again with old stand-bys, 
doctors and nurses. Funny thing, the first 
hook T looked at when IT got in was, “Speak 
ing of Operations.” I thought of reading it 
over again so T could get some humorous in- 
spirations for this letter but I decided that 
my wiisn’t quite as humorous as 
operation, althoueh it is less dangerous. 
were to tell you with a sad voice what I came 
here for, it would sound as if my last dav 
had come and the card of Fate had been picked 
for me, but nothing like that. so, ais can't 
tell it in words, consider it “writing it with 
1 nleasant voice.” 

Well. a 


and 


my the 


case 


great big shrapnel 
a little tiny piece hit me in the shoulder; 
that was Aueust 5 and now the bandage is 
all off. In fact it was a slim excuse for a 
wound strine that T now “sport.” At the same 
time all this hanpened. T got a little gas: that 
was the stuff that knocked me out and that 
might have been worse. Sorter “indisposed” 
for a couple of days and now about the only 


burst near me 


thing wrong is that mv stomach hurts and it 
left me pretty weak. Nothing to worry abour 
The captain of my comnany is in the ward 
opposite and Captain Eddy is down. stairs 


with a bullet through his leg. 

IT suppose Mary (Lieutenant Ludlum’s sister 
who is with the Red Cross at the front.) 
wrote you about the 15th of Tuly. T saw her 
the 14th and the 18th, when the hig show 
started. The 39th was on the job and it took 
until now to knock me ont: even now. they 
haven’t done a good job of it. But T have &n 
officer and a couple of men to my credit 

I ouese vow are getting the good news aver 
in the Old Country. aren’t von? If we ston 
fighting a dav or two, it’s an awful long walk 
to the front—the new front. 





Telephones: John 63-64-65 


LEWIS & GENDAR, 


New York City Agents 


Commonwealth Insurance Co. of New York 
ONE LIBERTY STREET, NEW YORK CITY 


Inc. 





THE HUMBOLDT Fi, RSURANCE C0. 


Conservative -- Sound -- Progressive 
Statement January 1, 1918 
sine ASSETS nee LIABILITIES 
OTTEAGeS .....seeseeeecesseesers $950, CE ° cskisnacneisddescvedietecdl $ 300,000.00 
Stocks aad Bonds. rersseseeccese SEAVER GD || Unadjusted Losses ..........000 93,290.82 
Cash in Office and Banks....... GERRI || ROBUETR cccecccsevecssscnccseceses 1,024,694.02 
a Due and Accrued...... 16,915.50 || Other Liabilities ..............+. 28,500.00 
en WD secceccceccccecsccscecs } 
Agents’ Balances ................ 180,375.54 ] Se PEEL: cccctnsvevancsisenten 304,131.20 
Collateral Loans ..............0 32,643.75 
Re-insurance Losses Due from 
Other Companies .............. | 
$1,750,616.04 | | $1,750,616.04 


A. H. TRIMBLE, President 
EDWARD HEER, Vice-Pres. & Secy. F. W. SCHRATZ, Asst. Secy. 








ARCHIBALD.A. McKINLEY, President e-¢ 
D. J. DAVIDSON, Vice-President I. 
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C. JON ES, Secretary and Treasurer 
W. ROCKEY, Managing Underwriter 


Merchants National Fire 


Insurance Co., Chicago, Illinois 


Home Office: 
No. 29 So. La 1 Salle St. 


AN ALL: AMERICAN PROGRESSIVE FIRE 
INSURANCE COMPANY OF THE MIDDLE WEST 
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CAPITAL 
$250,000.00 
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Firemen’s Insurance Co., Newark, N. J. 


January 1, 1918 


Cash Capital .-..... 650098285000" -$1,250,000.00 
Net Surplus ....... (00 teeneenes $2,384,971.20 
SURPLUS TO POL ICYHOL DERS... .$3,634,971.20 


DANIEL H. DUNHAM, /resident 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 
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(NATIONALUNION 


FIRE INSURANCE Co. 
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NOT HOW iWANY BUT HOW GOOD 


And 
Experience and ote 1 

This Company is not 
so particular about having a large Agency force as it is in hav- 


One trained Soldier is :7orth a dozen of the other kind. 
so it is with the Fire Insurance Agent. 
cations are the factors in his success. 


Fo — oe 
S > $= 2 


ing a good Agency force. One of the benefits of such a plant is 
that the Company can extend such Agents the best it has in the 














Brooklyn and Suburban Agency 
Northern Asse. Co., Ltd. # any Firemen’s Inc. Co. of New Jersey 
Commonwealth Ins. Co. of N. Globe & Rutgers Inc. of N. Y. 
Detroit F. & M. Ins. Co. of Mich. Employers’ ia. Assce. Corp. of London 
145 MONTAGUE STREET, BROOKLYN—NEW YORK 
Teliophones: Main 6370-6371-6372 


way of service and facilities. Not now and then but ALL the 
time the NATIONAL UNION will speed up the efficiency of your 
| office, With a known capacity for extending distinctive service 
which is practical, constant and real the NATIONAL UNION pre- 
sents attractive opportunities to experienced Agents of reliable 
} character. Get your Agency—Now. 








JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 
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It Pays To Write 
Small Policies 


SHOULD NOT BE IGNORED 
Hartford Fire Punctures An Argument 
That Premiums Under $5 Mean 


a Loss 


The Hartford Fire Insurance Com- 
pany makes some interesting com- 
ments on the investigation of the Fire 
Insurance Company of Columbus, O., 
on the cost of conducting the local 
agency business. The Columbus club 
reached the conclusion that all policies 
whose premiums are less than $5 are 
handled at a net loss to the agent, a 
conclusion which the Hartford calls 
“surprising.” The club estimates that 
in time, clerk hire, rent, heat, light and 
service, a policy costs the agent $1.23 
by the time it is ready for delivery to 
the assured, using the following ar- 
gument: 


If it [the policy] happens to bear the mini 
mum premium, $2, and is a 25 per cent. risk, 
it has already lost you, in actual cash, the 
sum of 73 cents; i. e. the cost of handling it 
up to the front door, $1.23, less the gross com 
mission realized from it, 50 cents. You ar 
going to pay out in expense the gross com 
mission of 50 cents and also 73 cents more, 


which you must get somewhere else Your 
clerks, your landlord, and all the others get 
both the 50 cents and the 73 cents as surely 
as you issue the policy If the premium is 


$3 and the risk is a 25 per cent. one, you 
have only given yourself plus 48 cents. If $4, 
you have only dug up an extra 23 cents If 
$5, you have 2 cents left after providing for 
all expenses—except for your own services 

to your front door, And you haven’t got the 
policy as yet into your customer's hands If 
the policy comes within the 15 per cent. com 
mission class, and it’s a $2 minimum premium 
you’ve earned 30 cents gross and lost 93 cents 
on the transaction at the same stage—your 
front door. At $3, you’ve earned 45 cents gross 
and lost 78 cents; at $4. you've lost 63 cents; 
at $5, 48 cents. At 15 per cent. commission 
the premium must be at least $8.20 to yield 
this necessary office expense only of $1.23, and 
if you have given any personal supervision 
in any way up to that point you have given it 
for nothing. 

The Hartford's comment upon this 
follows: 

“A great English statesman once 
said, ‘I can prove anything by statis- 
tics—except the truth.’ If we go fur- 
ther into the wilderness of statistical 
inferences and base conclusions on ‘av- 
erages,’ we must needs be especially 
careful, if we are to escape error. Let 
us, for the sake of argument, adopt 
the logic of the article just quoted, 
and, applying it to the company end 
of policy-writing, see where it lands 
us. 

Figures Deceptive 

“As we happen to know, a certain 
successful company doing a country- 
wide business wrote 257,000 policies in 
a year. The total expenses of the com- 
pany, at the ordinary ratio, averaged 
$6.97 per policy. Therefore, on the ba- 
sis of the above argument, whenever 
an agent of that company issued a 
policy wth a $2 premium he actually 
lost $4.97 for his company, without 
taking any account of fire losses! The 
fire insurance business has been pretty 
bad at times, but, barring great con- 
flagrations, never as bad as this. 

“The Columbus argument involves 
a fallacy. Having figured $1.23 as the 
average local agency cost of .a policy, 
it assumes that the expenditure of that 
specific sum is an unfailing accompani- 
ment of the issuance of a policy, and 
that such expenditure would be avoid 


ed if the policy were not written. That 
is to claim, for instance, that if an 
agent burned three tons of coal to heat 
his office, a proportionately less quan- 
tity of coal would be used if in the 
course Of his business, he refused to 
write certain policies whose  premi- 
ums ran from $2 to $5. Also that his 
time or the time of his clerks is so con- 
stantly taken up in writing policies for 
larger premiums that no spare mo- 
ments exist in which to write smaller 
policies, without adding in the case 
of each policy $1.23 for such expenses 
as rent, light, clerk hire, ete. 

“To conduct a local agency or com- 
pany certain continuous expenses must 
be assumed, These of course must be 
a burden on the business as a whole, 
but they cannot (except im imagina- 
tion) be assessed upon the issuance of 
individual policies by a process of av- 
eraging, for the particular expenses 
are not occasioned by those individual 
acts nor proportionately lessened by 
their omission. It would be equally 
logical to divide an agent’s or com- 
pany’s annual profit by the number of 
policies issued, and, thus obtaining an 
average profit per policy, to say that 
this profit attached to each policy 
written. On the basis of this argu- 
ment, if a company’s profit averaged 
more than $2 a policy, it would still 
make to exceed $2 every time a $2 
policy was issued a manifest absurd- 
ity. 

“Of course, in the local agency busi- 
ness every transaction is not equally 
profitable to the local agent, Doubt- 
less large premiums pay him better 
than small ones, but what commercial 
enterprise has not experiences of a 
similar character? Some articles are 
sold at small profit; no merchant ex- 
pects to make the maximum profit on 
all his goods. 

“In addition to what cash profit an 
agent may actually make on his small 
policies, there are a number of advan- 
tages in handling them. He gets a 
wider spread of clientage and is surer 
of maintaining a steady income—not 
so many of his eggs are in one basket. 
Besides, small policies often lead to 
larger ones, eithar from the small 
policyholder or his relatives or friends. 
Then again, as an agent’s companies 
demand a due share of the small busi- 
ness it is a matter of importance to 
him to satisfy the companies on which 
he depends for substantial lines on 
risks yielding him the larger premi- 
ums and from which he receives his 
larger profits. 

“The wise agent, of course, endeavors 
to minimize his expenses. Anything 
that helps him to increase his business, 
both in Jarge and small risks, by cre- 
ating a public desire for his policies 
vy increasing the ease with which he 
may dispose of them, tends to reduce 
the expense ratio of his business.” 


“CYCLOPS” MEN INSURED 

The United States collier Cyclops, 
now known as the ship of mystery, has 
been officially given up for lost and 
her 15 officers, crew of 221 men and 
57 passengers are now listed as dead. 
The beneficiaries of the lost seamen 
will shortly receive the insurance 
money. Government officials are now 
engaged on the task of preparing the 
lists. 

Herbert O. Clough, secretary of the 
Automobile Insurance Co. of Hartford, 
is spending a short vacation at Deep 
River, Conn. 





68 William St., 
New York, N. Y. 


Scottish Union & Nat. Ins. Co. 
Niagara-Detroit Und. 





BINDERS EFFECTED ON NEW JERSEY RISKS 
Irvin T. Bernhard 


Eagle & Br. Dom. Ins. Co. 
Glens Falls Ins. Co. 
American Eagle Ins. Co. 


19 Elm Ave., 
Hackensack, N. J. 


Ohio Farmers Ins, Co. 
Yorkshire Fire Ins. Co. 
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gee Choose your company with regard 
to record in past conflagrations and 
present loss paying ability. 




















What is Worth Owning 
is Worth Insuring 


And in these days of War with all its 
possibilities for loss, property is more 
worth owning than ever. War prices 
make repairs and replacements more 
costly in case of fire. 





Adequate Insurance is a necessity today. 


“AMERICA FORE” 


American companies are second to none in strength, management, service 
and reliability. The | 


FIDELITY-PHENIX FIRE 
INSURANCE COMPANY OF NEW YORK 


A STRONG, RELIABLE 

AMERICAN COMPANY 
Cash Capital ......... Oe et rey $2,500,000.00 
HENRY EVANS, President 

Managing Branch Offices: 


CHICAGO, MONTREAL 
SAN FRANCISCO 








Home Office 


80 MAIDEN LANE 
NEW YORK 














AMERICAN MERCHANT MARINE 


INSURANCE COMPANY 
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THE CENTRE OF MARINE INSURANCE 
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WADE ROBINSON & CO. 1nc. 
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Merchant Marine House New York City 
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Auto Curtailment 
May Add to Thefts 


VIEW HELD BY HARRISON LAW 
Demand for Parts of Standard Cars 
Will Have Tendency to Create 
Big Market 


The proposed Government action cur- 
tailing the manufacture of automobiles 
is being widely discussed in automobile 
underwriting circles. That the de- 
crease in number of new cars will be 
followed by a falling off of automobile 
thefts is the belief of some underwrit- 
ers on the basis that thieves have al- 
ways been prone to steal new cars first 
and therefore the fewer new automo- 
biles the smaller losses. 

This view however is not shared by 
Harrison Law, manager of the auto- 
mobile department of the J. J. Boland 
Co. Ine., who believes that curtailment 
of manufacture will be followed by in- 
creased theft losses. Mr. Law, dis- 
cussing this subject, said to The East- 
ern Underwriter this week: 

“The curtailing of the manufacture 
of pleasure cars will put all cars at a 
premium and I feel that there is go- 
ing to be a greater number of thefts 
as there will be a greater market for 
stolen cars unless something is done 
to prevent the sale of such cars. If 
all the cars which are stolen are in- 
sured and all the companies were work- 
ing in unison then some means might 
be adopted whereby a record of all 
stolen cars could be kept so that when 
offered for insurance they could be de- 
tected. That would work out if the car 
was stolen, but it is a practice of an- 
tomobile thieves to alter the numbers. 
The joy ride thief generally leaves the 
ear and it is later recovered with dam- 
ages done, but the professional thief 
either tries to sell the car after altera 
tions or else it is taken apart and the 
parts sold separately. 

“The sale of automobile parts is go- 
ing to cut a big figure when the pro- 
duction is down, it even being difficult 
today to secure repair parts and the 
mounting prices will ereate a big mar- 
ket for parts of standard cars which 
will be then almost impossible to pro- 
cure. 

“The annual Fall increase of thefts 
has already begun and in several in- 
stances the cars have been stolen to 
be stripped. One car that I personally 
know of was stolen recently in New 
York and found in Jamaica stripped of 
tires and all movable articles includ- 
ing door handles and even the parts 
of the engine which could be removed. 

“The stopping of such thefts has 
been much discussed but still remains 
unaccomplished. The adoption of a 
clause giving a reduction in rate for 
the attachment of a safety lock seems 
to have taken hold in the West but 
T am afraid such a clause will not be- 
come generally used in the East when 
you consider that it is a clause which 
the owner must live up to. 

“Several methods have been sug- 
gested but I feel that the only eventual 
way will be by closing the market for 
the sale of stolen cars, the detection 
of the stolen car and if possible the 
advising of the assured when he has 
purchased a stolen car. I have studied 
the suggestions as proffered by my as- 
sociates in business. I have tried de- 





““STRONG AS THE STRONGEST”’ 


The Northern Assurance Co. 
(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 
Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 














vices and methods of my own with 
the result that I feel that very little 
can be done unless the companies will 
get together and co-operate. I feel that 
I can suggest a method that will even- 
tually bring results. It will cost con- 
siderable to install but once installed 
will produce the result that if the own- 
er of a car applies for insurance and 
the car is one that has been stolen, I 
could advise the company from what 
place it had been stolen, the previous 
owner and whether the numbers had 
been tampered with. It would take 
possibly a year to get the data re- 
quired but it would be information 
which would be invaluable to the in- 
surance companies, the police and the 
automobile manufacturers and in time 
would prevent the theft of cars for re- 
sale whether they had been converted 
into commercial cars or altered in other 
respects.” 


Brooklyn Premiums 
Show Big Increase 


SALVAGE CORPS REPORT OUT 


Home Leads With $180,520—Liverpool 
& London & Globe Second With 
$150,749 





The fire premiums in Brooklyn have 
increase for the first six months of 
1918 twenty-three per cent. over the 
same period for last year according 
to the report issued on Wednesday 
by the Fire Insurance Salvage Corps 
of Brooklyn. The report shows the 
total this year to be $4,140,988 as 
against $3,350,568 for the same period 
of last year. 

The ten companies writing the larg- 
est premiums in Brooklyn are given 
below in the order of their volume: 


Home sah oie brpnaarecnen bait ee $180,520 $154,596 
bc Me Ee OG, ccove povnasevce MOUEEe 115,397 
Continental  ............c0cce0e+ 148,400 105,982 
cn eR ene 133,088 116,984 
Fidelity-Phenix 3 er - 129,666 102,779 
National, Hartford oeeene . 125,974 98,121 
Globe & Rutgers ieveea See 58,118 
Great American ........ . 105,532 68,513 
ee reese -.e. 85,608 79,185 
North British 77,214 72,423 


Burns Macdonald, who for years has 
been a leading underwriter on the Pa- 
cific Coast, has joined the Y. M. GC. A. 
as a Secretary and is awaiting his call 
to go overseas. Mr. Macdonald was for 
years with the London & Lancashire, 
and afterwards was a member of the 
firm of Macdonald & Miles, general 
agents of the Westchester, Delaware, 
Citizens and Hamburg-Bremen. He is 
also well-known to underwriters of thia 
city and he will go abroad with the 
best wishes of many friends. 


H. W. ELLIS BACK 

H. W. Ellis, general agent of the 
Phoenix of London, returned to his 
desk on Monday after having been ab- 
sent from the office since June 28. 
Mr. Ellis underwent four operations 
on his leg following a serious case of 
infection. 





National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement January 1, 1918, to New York Insurance Department 





LIABILITIES 
CE: Ts He Wis vcececeucncstenrévendisécpseesiciasscsecsns $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Re- 

CURVE, BG DOMMES cc ccscececscncecesccccccesccossecesossess 11,073,438.19 
Unsettled Losses and other Claims.................ccccceseeees 2,168,701.64 
Net Surplus over Capital and Liabilities -...........ccecesece 3,980,020.79 
Total Assets January 1, 1918............00- $19,222,160.62 


H. A. Smith, President F. D. Layton, Secretary F. B. Seymour, Treasurer 
G. H. Tryon, Vice-President S..T. Maxwell, Ass't Secretary C. B. Roulet, General Agent 


SURPLUS TO POLICYHOLDERS............$5,980,020.79 
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Greater Capacity for Local Agents 











Use our unlimited capacity and wide experience for placing additional | 
business beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Companies maintaining United States deposits. Immediate telegraphic 
binders given. | 


MARSH & MCLENNAN 


19 Cedar St. 














1615 California St. 201 Sansome St. 107 S. Fifth St. 
DENVER 


NEW YORE SAN FRANCISCO MINNEAPOLIS 
901 Ford Bldg. 314 Superior St. 17 St. John St. 23 Leadenhall St. 
DETROIT DULUTH MONTREAL LONDON 


‘“*The Best there is in Insurance Service’’ 

















Associated Mutual 
Agency Incorporated 


B. J. ALLEY, Manager 


68 William St., New York 





Exceptional Facilities for Writing 
Business Throughout the United States 









































FREv. S. JAMES 


United States Managers 
of Paris, France 


of Paris, France 


EAGLE & BRITISH DOMINIONS 
of London, England 








FRED S. JAMES & CO. 


GENERAL FIRE ASSURANCE CO. 


URBAINE FIRE INSURANCE CO. 


UNDERWRITING SERVICE THROUGHOUT THE UNITED STATES 


GEO. W. BLOSSOM WM. A. BLODGETT 


123 WILLIAM STREET 


Cc. 8. G. GAILLARD 
Assistant Manager 


NEW YORK 
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Government Action Necessary for 
Preservation of Coastwise Vessels 


called attention to the fact 


would 


We have 
that marine 
called upon to pay very serious losses 
in the coastwise trade, in consequence 
c? stranding and collision on account 
conditions. Since this article, 
have been three serious losses: 
“City of Athens,” the Ocean 
in collision 


underwriters be 


of war 
there 
"Steamer 
Steamship Co., sunk with 
a F 


sunk in 
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State Agency Matters 
To Get Attention 


AUTOMOBIL E MEE TING ON SOON 
Deductible Policies in Oklahoma to 
Carry Rider Showing That Assured 


Understands Contract 





Automobile state agency matters will 
get a thorough overhauling by the State 
Agency Committee of the National Au- 
tomobile Underwriters’ Conferences at 
u meeting in Chicago, September 24, 
Mvery interest connected wita auto- 
mobile insurance is expected to be fully 
represented and about twenty-five per- 
sons will be at the meeting from all 
portions of the country. The marine, 
casualty and fire interests will send 
representatives. The idea is to make 
tentative plans to come to an agree- 
ment on this question, which will be 
agreeable to those in all parts of the 
field. The proposals will be presented 
at the annual meeting of the Confer- 
ences, which will be held about tae 
middle of November. The interim ex- 
ecutive committee will meet next Tues- 
day when the date of the annual meet- 
ing will be set. 


Rider For Deductible Form 
Besides approving the ten per cent. 


weather is 


winter months, when foggier 
apt to be encountered 
along our coasts, it would seem that it 
is almost imperative that the Bureau 
of Navigation establish South bound 
and North bound navigation lanes for 
vessels using Atlantic coastwise waters, 
similar to the lanes that were agreed 
upon by the transatlantic steamship 
companies for East and West bound 
navigation. The establishment of suca 
lanes would minimize the danger of 
collisions, as it now seems vessels sail 
along the coast North and South bound 
according to the discretion of the cap- 
tain or in accordance with instructions 
which he receives from time to time 
from lightships or patrol vessels, and 
steps are taken to regu- 
late this traffic, additional losses can 
be looked for in the near future. 
OBSERVER. 
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increase in insurable limits on auto- 
mobiles, the executive committee took 
action at its quarterly meeting on sev- 
eral other matters. The State Insur- 
ance Board of Oklahoma has proposed 
that on deductible cover policies the 
company attach a rider to be signed by 
the assured, as evidence taat he under- 
stands the nature of the contract. This 
proposal was approved by the West- 
ern members whose territory it affects. 
No Enemy Trading Clause 

In the dealer’s forms some changes 
have been suggested which have not 
yet been approved. 

New rules and rates for livery vehi- 
cles and taxicabs are under consider- 
ation. 

In regard to the Trading With Tae 
Knemy Act, it was agreed that a spe- 
cial clause is unnecessary in the auto- 
mobile business, as there are practi- 
cally no cases where a policy may be 
issued to an undisclosed interest. 


REMSON WITH OSBORN & CO. 

Alfred W. Remsen, for a number of 
years in charge of the marine depart- 
ment of L. T. Hollister, Inc., is now 


with the New York office of Osborn 
& Co., Ine. 
The National Fire Protection Asso- 


ciation will hold its annual meeting in 
New York next May. 


AMERICAN EQUITABLE ASSURANCE CO. 
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Marine and War Risk Insurance 
Losses made PAYABLE in all parts of the world 


C.R. EBERT & CO,, Inc. 


MARINE MANAGERS PHONE 263-264 BROAD 
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DM: ComBé 
INCORPORATED 
56 Beaver Street New York 


In addition to our regular marine and war risk business, we now 
have a department for writing FIRE insurance only on vessel prop- 
erty of all descriptions. 









We would be pleased to receive applications from agents and bro- 
| kers having this class of business to place. 


FIRE, MARINE AND WAR RISK INSURANCE 


Losses made payable in all parts of the World 
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CASUALTY AND SURETY NEWS 








Compensation 
Problems Develop 


CREATED BY LABOR SITUATION 


Proposal to Increase Limits and Reduce 
Premiums, Presents Many Angles 
for Investigation 


Compensation problems involving 
higher limits for benefits and lower 
premium rates will constitute an im- 
portant part of the work to be taken 
up at the next meeting of the Nation- 
at Reference Committee of the Bureau. 
These subjects cannot be settled with- 
out considerable research and actuarial 
investigation. The experience cover- 
ing the period of abnormal war wage in- 
creases must be produced before it will 
be possible to even approximately de- 
termine what changes, if any, are just- 
ified. 

Labor is finding that in view of the 
greatly increased wage scales, compen- 
sation, as now provided in the laws, is 
in fact not compensation at all for a 
certain portion of the workers. Labor 
therefore demands that maximum lim- 
its be materially increased so that the 
man who has, for example, been earn- 
ing $20 a week and is now receiving 
$60, shall be compensated in the same 
proportion of his wages as before the 
war period. There is a portion of the 
working men to which the limit of $15 
a week appears grossly unjust in view 
of the present value of the worker's 
time. 

Most Workers Benefited 

Without investigation it would ap- 
pear that this argument applies gener- 
ally to the workers. This is largely 
because one has heard so much about 
wage increases and the fancy amounts 
paid for heretofore quite ordinary semi- 
skilled labor. But there is another side 
to it. In normal times a very large 
portion of the workers is poorly paid, 
in fact quite underpaid. These work- 
ers are in the majority and the increase 
in wages (often not nearly as much as 
one is led to believe) has automatically 
advanced them toward the present lim- 
it of compensation prescribed by the 
luw. All this extra loss expense the 
carriers are compelled to pay. ‘To off- 
set this increased loss the carriers re- 
ceive larger premiums resulting from 
increased payrolls. But labor has ap- 
parently not noticed this side of the 
argument. It has looked only upon the 
much smaller element in the situation; 
the comparatively small portion of 
workers which is now so much better 
paid that its members have been ad- 
vanced far beyond the old compensa- 
tion limits, as in the case of a man 
formerly earning $20 a week and now 
earning $60. By looking over the wage 
distribution it will at once be seen that 
the class which has been benefited, 
from a compensation viewpoint, by the 
present labor situation is several times 
larger than that which would suffer by 
a continuance of the present max.mur 
limits. 

Jumping to Conclusions 

The foregoing has dealt only with 
the agitation by Labor for an increase 
in the limits of compensation. The 
other problem confronting the business, 
which is also an outgrowth of the war, 
involves a, reduction in premium rates. 
The assured and some agents, who 
evidently have not paused to study the 
situation from an underwriting or actu- 
arial standpoint, have jumped to the 
conclusion that because payrolls have 
increased enormously, and the employ- 
er can not pay out any more in an indi- 
vidual case than the limit prescribed 
by law, the rate should be reduced. 
Here the same principle applies. Even 
if wages are higher and aggregate 
premiums are more because of larger 





pay.olls, that does not in itself consti- 
tute a sound reason why rates should 
bo lowered. At least not until it be- 
comes possible to ascertain what other 
new factors enter into the loss ratio. 
As explained, by far the majority of 
workers are being paid a slight to a 
substantial advance in wages and when 
they are disabled they receive more 
compensation jn proportion, up to the 
limits prescribed by law. But a com- 
paratively few have had their wages 
doubled or trebled, with extras for over- 
time, and bonuses, and when they be- 
come disabled they can get only the 
maximum compensation which was fixed 
to apply in normal times. There has 
been no uniformity in the wage ad- 
vances, but because, under tae law, it 
is impossibte for the carriers to pay 
a small class of workers an amount 
commensurate with their present earn- 
ings it is proposed to reduce rates 
generally. 
Many New Hazards 

Before an approximation can be made 
of what effect a rate reduction would 
have on the business it will be neces- 
sary to know what new and increased 
hazards have been created by the war. 
All kinds of inferior help is now en- 
gaged because none other is available. 
New industries have been created and 
others, extremely hazardous, have been 
multipled many times. Women and 
boys are now doing the work formerly 
thought suitable only for men. Plants 
are run on three shifts, under pressure. 
There is an endless variety of situa- 
tions and conditions affecting labor and 
the accident frequency, the resulta of 
which will likely not be reduced to 
actuarial terms until the war is in its 
last stages and industry has begun to 
return to normal conditions. 

So it is that there can be no snap 
judgment on the proposals, either that 
premiums be reduced or that limits be 
increased. 

Moral Hazard Reduced 

The labor organization managers need 
not worry much about those of their 
members who are receiving abnormally 
high wages. Unless a worker is seri- 
ously hurt he will not remain away 
from work an hour longer than abso- 
lutely necessary because he would be 
losing too much money by doing so. 
Compensation does not interest such 
workers much at present. Instead of 
taking a week or two off most of them 
are back on the job with a bandage on 
the injured member. The moral 
hazard has well nigh disappeared in 
the most highly paid industries. 

In like manner the carriers need not 
worry especially on account of these 
highly paid workers. As long as the 
worker carries so large a proportion of 
his own risk, there will be few claims. 
But should the limits be increased ma- 
terially to provide for what is plainly 
an abnormal and transient situation, 
when the wage scale begins to decline, 
as it surely will, the moral hazard will 
again manifest itself and become a 
disturbing factor in proportion as the 
worker or the insurance carrier bears 
the brunt of the loss. 
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L General Building 


Residence theft insurance at one-third the former 
This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence Theft 
Regular rate of brokerage commission paid. 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 





every dollar. 


Workmen’s 


conditions. 





Our Men and Qur Money 


are being destroyed by industrial accidents at 
a time when the Nation needs every life and 
Not all industrial accidents are 
preventable, but a great part of the Nation’s 
loss from this cause can be saved by efficient 
accident-prevention service. 
Compensation Insurance Department of the 
Maryland Casualty Company, 
maintains a large field force of alert and ex- 
perienced safety inspectors under the direction 
of a safety engineering expert. The work of 
these able specialists not only means a decreas- 
ing number of accidents and hence a reduced 
loss of men and material; in addition it means 
correct classification and accurate rates for 
Compensation Insurance—with 
full credit in the rate for improved safety 


Maryland Casualty Company 
THE TOWER 
BALTIMORE 


The Workmen’s 
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Protection of Sureties 
Under Civil Relief Act 


WHEN BONDS MAY BE REQUIRED 


Law Framed for Soldiers and Sailors 
Explained by House Committee of 
the Judiciary 





In the Soldiers’ and Sailors’ Civil 
Relief Act sureties and indorsers of 
such men in the service are protected 
under Section 103, which reads: 
Whenever pursuant to any of the provisions 
of this act the enforcement of any obligation 
or liability, the prosecution of any suit or 
proceeding, the entry or enforcement of any 
order, writ, judgment or decree, or the per- 
formance of any other act, may be stayed, 
postponed or suspended, such stay, postpone- 
ment or suspension may, in the discretion of 
the court, likewise be granted to sureties, 
guarantors, indorsers and others subject to the 
obligation or liability, the performance or en- 
forcement of which is stayed, postponed or 
suspended. 

When a judgment or decree is vacated or set 
aside in hole or in part, as provided in this 
act. the same may, in the discretion of the 
court, likewise be set aside and vacated as 
to any surety, guarantor, indorser or other 
person liable upon the contract or liability 
for the enforcement of which the judgment or 
decree was entered. 

Court Actions and Default Judgments 

Section 200 provides that in any ac- 
tion or proceeding, if tnere is a de- 
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PHILADELPHIA 








fault of appearance by the defendant, 
the plaintiff, before entering judgment, 
must file an affidavit showing that de- 
fendant is not in military service. If 
unable so to do, plaintiff in lieu there- 
of must file an affidavit setting forth 
either that defendant is in military 
service or that plaintiff is not able to 
so determine. If an affidavit is not 
filed showing that defendant is not in 
military service, no judgment can be 
entered without first securing an or- 
der of court directing euch entry and 
if defendant is in military service no 
such order can be made until after the 
court shall have appointed an attorney 
to protect the defendant's interests. 
Unless it appears that the defendant 
is not in military service the court 
may require plaintiff, as a condition 
hefore judgment, to file a bond of in- 
demnity against any loss or damage 
should the judgment afterwards be set 
aside. False affidavits are penalized 
by fine and imprisonment. In any ac- 
tion in which a person in military 
service is a party, if he does not per- 
sonally appear or is not represented 
by an authorized attorney, the court 
may appoint an attorney to represent 
him. And in such case like bond may 
be required and order made to protect 
the rights of such person. No ap- 
pointed attorney, however, has power 
to waive any right of the person for 
whom appointed or bind him by his 
acts. 

Explaining section 200, the House 
Committee on the Judiciary, in its re- 
port of the bill, says: 

It has been estimated that in only about 15 
per cent. of all actions commenced are jude 
ments entered by default of appearance Ab 
sences on military service probably will in 
crease the defaults in appearance to some ex 
tent Since no one appears for the defend 
ant, the first necessity of the case is to learn 
whether or not he happens to be a person in 
military service, so that if not. judgment may 
be entered without delay. This is simply 
complished by requiring the plaintiff, if he 
wants judgment entered forthwith. to file an 
affidavit stating definite facts showing that the 
defendant is not in military service If the 
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Wished It On Hodson 

Alfred J. Hodson, superintendent of 
the agency and business extension di- 
vision, metropolitan office, Fidelity & 
Casualty, has been appointed captain 
of the ‘Thirteenth Precinct by the 
Metropolitan Canvassing Committee to 
work in the next Liberty Loan Drive. 
Mr. Hodson’s headquarters will be at 
77 Delancy Street. That is some dis- 
trict Hodson ca nplay most any role 
but to make good there he will have 
to do as many lightning changes as the 
chameleon, which tried to adapt itself 
to the variations of the Scoth plaid. 
But the chameleon gave up and went 
crazy, which Hodson will not do. 

” ” + 
Ready for Golf Match 

Plans are complete for the fall golf 
tournament of the Casualty & Surety 
Club of New York, which will be held 
at the Siwanoy Country Club, Mount 
Vernon, September 17. R. R. Gilkey is 
general chairman in charge of the 
event Bayard P. Holmes will handle 
the entertainment. EK. H. Morrill, Jr., 
heads the tournament committee, A. 
S. Boyd, starting and scoring commit- 
tee. Samuel B. Brewster, registration 
committee and B. A. Ruffin, caddy com 
mittee. Members of the Philadelphia 
Insurance Golf Club will be present 
and an inter-city match will be held. 
Last spring the New York players 
were decisively beaten in an inter-city 
match with the Philadelphians and it 
is hoped in New York that next Tues- 
day the score will be reversed. 

* * * 


Next Meeting September 19 
The National Reference Committee 
of the National Workmen’s Compensa- 
tion Service Bureau will hold its next 
meeting September 19. 
+ * o* 
Resignation Still Stands 
The resignation of the Travelers from 
the National Workmen’s Compensation 
Service Bureau is still before that body, 
av is also that of the Employers Lia 
bility. The latter resignation was con- 
ditional upon that of the Travelers be- 
coming effective, in other words “if and 
when.” It is thought that the various 
differences of the Travelers wita the 
Bureau management are approaching a 
position to be gradually ironed out. 
+ * + 
Harold Sonn at Camp Dix 
Harold Sonn, home office special 
agent for the New Jersey Fidelity & 
Plate Glass, has joined the colors and 
is at Camp Dix. 
+ * + 
A Poetic Dun 
Now, when help is scarce, postage 
high and supplies expensive, the Aetna 
companies have adopted a new plan to 
speed up collections. A sticker, printed 
in bright colors, is used as a reminder 
of past due accounts instead of writing 
the usual letter, which takes time to 
dictate, write, mail, ete. The stickers 











are placed on’ correspondence going to 
brokers and agents who are behind. It 
bears these lines: 


Perhaps the fact’s escaped you 
That this amount you owe. 
Please heed this little notice, 
It’s sent to tell you so. 
The Aetna people say it works finely. 
+ + a 
Fifty Years in Business 
This month the New Jersey Fidelity 
& Plate Glass completes fifty years of 
active operation. At least that is how 
the chroniclers of insurance history 
have it. Secretary H. C. Hedden aas 
not made any arrangements for com- 
memorating the event. A mere fiftieth 
anniversary doesn’t excite him a parti- 
cle. When the company issued its first 
plate glass policy Newark had a_ pop- 
ulation of about 90,000. 
+ A x 


Expects More Business 
An active surety broker says that 
the demand for freight charge bonds 
will steadily increase. He believes that 
many shippers who have elected to pay 
cash will eventually change to the 
credit form availing themselves of the 

forty-eight hours’ extra time. 


Burglary Man in Army 
Counterman Mayborg, of the Mary- 
land Casualty’s burglary department, 
100 William Street, is now in the Na- 
tional Army. 
* + 
W. H. Kane Resigns 
William H. Kane, who has_ been 
superintendent of the weekly depart- 
ment of the National Casualty in New 
York City, has resigned and his suc- 
cessor has not yet been announced by 
the Company. 
e - 
Managing Casualty Department 

Edward W. Gilshenen is now with 
Kookogey & Hook as manager of the 
casualty department. He was former- 
ly with the Aetna as a special agent 
and had also been connected with the 

underwriting department. 

* a * 


R. E. Kipp To Lead Drive 
The Fire, Marine & Liability Insur- 
ance Brokers’ Association of New York, 
has made a good start toward organ- 
izing its forces for the next Libertv 
Loan drive. tuben E. Kipp, of De 
Lanoy & De Lanoy, 2 Wall Street, is 
chairman of the committee. The drive 
will start September 28. 
Oo + + 
Charles Gubler With Colors 
Charles Gubler, plate glass counter- 
man for the Maryland Casualty, 100 
William Street, is in the National 
Army. 
* * * 
Good Enough for Uncle Sam 
One of the sprinkler leakage coun- 
termen in a William Street office has 
been accepted for the Navy, after hav- 
ing been turned down for life insur- 
ance by six companies. 
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Surplus over all liabilities........... 
Losses paid to June 30, 1918......... 


This Company issues contracts as follows: 
Health, and Disability Insurance; Burglary, 
Insurance, Liability Insurance—Employers, P 
Dimage). Automobile (Personal Injury, 
Druggists. Owners and Landlords, Elevator, 
surance: Fly-Wheel Insurance. 





The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Office—92 William St. 
SEMI-ANNUAL STATEMENT JUNE 3, 1918 





SEARS ESE Eee $15,684,739.43 
«e+ 12,471,369.12 
‘ 1,000,000.00 
. 2,213,370.31 
.. 63,244,803.06 
Fidelity Bonds; Surety Bonds; Accident, 
Larceny, and Theft Insurance; Plate Glass 
ublic, Teams (Personal Injury and Property 
Property Domage and Collision), Physicians, 
Workmen’s Compensation—Steam Boiler In- 













OCEAN ISSUES WAR POLICY 


Will Cover Travelers to England at 
1% Per Cent.—France 134 Per 
Cent. 


A war risk accident insurance policy 
has been issued by the Ocean Acci- 
dent & Guarantee to cover civilian 
travelers to and from Great Britain, 
France and Switzerland. Later on the 
cover will be extended to other coun- 
tries. The character of the policy is 
substantially a death and dismember- 
ment form. It runs for three months. 

A rate of 1% per cent. has been 
made for travelers going only to Brit- 
ish ports. For those going to Frencn 
ports, or going first to England and 
then to France, the rate is 1% per 
cent. 


GILKEY’S COME-BACK 
Answers Misguided Writer in “The 
Financier,” and Defends Bond Co- 
operation 
R. R. Gilkey, secretary of the Surety 
Association of America, has ably re- 
plied to George D. Bartlett, president 
of the Secretaries’ Association of the 
American Bankers Association, in an 
article published by “The Financier,” 
of New York. Mr. Bartlett asks the 
question—“Is there a bank bonding 

trust?” 

Here are some of Mr. Gilkey’s knock- 
out arguments: 

The bonding companies have been 
co-operating right out in the open, for 
the past ten years, in the same lawful 
way that the banks are now and have 
been doing and with the same ends in 
view. 

That there is a necessity for the use 
of the common actuary in the surety 
business is recognized by the State of 
New York and is evidenced by laws 


passed providing for the formation, 
operation and regulation of a _ rating 
bureau. Prior to the formation of the 


rating bureau there was an astound- 
ing mortality among bonding compa- 
nies, much more so than among any 
other class of insurance. The real 
trouble lay in the inadequacy of rates 
and the mortality did not cease until 
State supervising officials, realizing 
that it was imperative that if the in- 
suring public were to be _ protected, 
rates must be increased and ruthless 
competition for business at unprofit- 
able rates must cease. 


Protection of Sureties 
(Continued from page 17) 


plaintif€é cannot do this, he must apply to the 
court to have an attorney alpnointed to protect 
the defendant. The same policy of moderation 
and flexibility is carried ovt in allowine the 
defendant to reopen the indement only if his 
military service hos oreindiced his defenge 
To prevent this remedy from heing made en 


‘ . 
Calls Analytic System 
Best Rate-Maker 
(Continued from page 1) 

that he is receiving the same consid- 
eration as his competitors, and that 
the individual merits of his risks are 
being recognized, he is not interested 
in the make-up of his rate or the 
schedule used to obtain it. The prac- 
tice of requiring a make-up of the rate 
to be furnished the assured wita his 
policies is unnecessary if the inspec- 
tion bureau is doing its duty, and it 
is the business of the State Depart- 
ment to see that the bureau does its 
duty. It is entirely proper to provide 
that the assured may obtain a make- 
up of his rate at any time or that 
agents may obtain the same informa- 
tion by presenting an order from the 
assured but in very few cases will 
either insurance buyers or agents un- 
derstand the information after it is re- 
ceived. It is my opinion, therefore, 
that the results will not be commen- 
surate with the labor involved in the 
mandatory distribution of rate make- 
ups. 

The companies have complained that the 
power given to State departments to estai- 
lish just rates in lieu of rates found to be 
unfair constitutes State rating, but the pro- 
vision is made, not as an opening wedge for 
State rating, but as a means of securing jus 
tice in case alrbitrary and unreasoning op 
Position should develop. In the opinion ot 
the Illinois Commission the objections of State 
control of rating by the companies are “evi- 
dently inspired by the fear that while rates 
will be surely lowered in classes that are 
overcharged, action upon those deserving the 
opposite treatment will be deferred or fought.” 

Freedom of action should be allowed the 
companies in all activities which are not det- 
rimental to the interests of the public. That 
ill advised statutory regulations produce very 
unfortunate conditions I will cite as an ex- 
ample the present situation in Kansas. 

The 1909 edition of the Analytic System is 
filed as the official schedule and supplements 
to it have not been adopted for use as they 
were developed. The schedule has been ex- 
panding rapidly during the past nine years 
and an application of the present edition, with 
its supplements, will produce decided changes 
in individual rates from those now in effect 
ind which were produced under the 1909 edi- 
tion. Further changes in the schedule are 
contemplated and before long a very radical 
departure from former practice will be made 
in the new edition. In Minnesota the editions 
or supplements are filed and used as fast as 
they are produced and so far we have failed 
to find a change which has been a backward 
step in the analysis of fire hazard. To spec- 
ify that one edition shall be used to the ex- 
clusion of all others is to indicate that the 
schedule has reached perfection and further 
changes are unnecessary, whereas more 
changes, both as to number and magnitude, are 
under consideration now than at any time 
since the first edition of the Analytic Sched 
ule was issued. Therefore it is essential for 
the development of the business, for the elim- 
ination of. present discrepsincies, and for the 
attainment of uniform and just rates, that the 
‘ctuarial committee have the co-operation of 
the States in allowing supplements and new 
editions to he filed as fast as they are de 
veloped. 
tirely empty the court, by subsection (3), is 
viven power to require a bond from the plain- 
tiff in addition to the affidavit he has already 
filed. 
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CHICAGO BONDING AND INSURANCE COMPANY 


WRITES the following lines of INSURANCE 
FIDELITY AND SURETY, PLATE GLASS, BURGLARY, GENERAL 
LIABILITY, AUTOMOBILE LIABILITY, PROPERTY DAMAGE AND 
COLLISION, ACCIDENT AND HEALTH, MONTHLY PAYMENT 
Charles R. Culyer & Co., Resident Manager, 428 Walnut St., Phila., Pa. 
Geo. S. Dippold, Res. Mgr., 1107 Peoples Bank Bldg., Pittsburgh, Pa. 
W. F. Murphy & Co., Res. Mgrs., Union Trust Bldg., Jersey City, N. J 
J. Ramsay Barry Co., General Agent, 10 South Street, Baltimore, Md. 
R. H. Lambert, Branch Manager, Equitable Bldg., Washington, D. C. 


$500,000.00—Surplus to Policyholders, $825,544.20 
F. 0. ROBERTS, Vice-Pres. and Gen. Mgr. 


HOME OFFICE: CHICAGO, ILLINOIS 











C. A. CRAIG, President 
The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE ; 


Industrial, Life, Health 
in ONE policy 


W, R. WILLS, Vice-Pres. 


C. R. CLEMENTS, Sec. & Treas. 








and Accident Insurance 
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CASUALTY AND SURETY POINTERS 





Now, when the gov- 


Responsibility ernment is taking 
of Deputies so many men from 
Increased their usual walks of 

life, surety men see 
the necessity for greater care in cov- 


ering deputies of public officials. The 
Fidelity & Deposit says the experience 
of surety companies has been that losses 
op bonds of treasurers and sheriffs and 
tax collectors are very often caused 
through a default on the part of the 
deputy rather than through some direct 
action of the official himself. It is be- 
cause of that experience that surety 
companies try to have their agents ex- 
plain to public officials that unless they 


bond their deputies and protect them- 
selves by an adequate bond that they 
are making their own personal estate 


liable through a default on the part of 
such deputy or subordinate. 

It does not seem right that an official 
who sometimes is paid nothing more 
than a nominal salary should assume 
the absolute responsibility for the con- 
duct of his office when conditions are 
such that it is a human impossibility 
for him to perform each function per- 
sonally. The official has but one rem- 
edy, and that is by requiring a bond of 
his deputy which should be similar in 
form to the official’s own bond so as to 
protect him fully against default occur- 


ring in any manner whatsoever. For 
some reason or other public officials 
seem very dilatory in this respect. 


They make appointments of subordinates 
for political reasons. They think they 
know their man and very often they 
take a chance. At times, however, a 
public official does appreciate the re- 
sponsibility he is assuming in this re- 
spect, but he demands merely a nomi- 
nal bond, feeling that a bond in any 
amount will be a sufficient deterrent 
should the deputy be inclined to stray 
from the straight and narrow path. We 
have in mind the case of a treasurer 
who required a bond of $2,500 from a 
deputy when that deputy was actually 
handling $300,000 a year. We have al- 
so in mind the case where a deputy 
was able to make away with $75,000 


while he was bonded for but $2,000. 
The official for his own personal pro- 
tection should insist upon adequate 
bond. 


The war has brought about condi- 
tions that are unprecedented. The man 
power of the country is going into the 
army in ever increasing numbers. The 
employer, therefore, finds it more and 
more difficult to employ competent help 
and we do not think that the public of- 
ficial will be an exception to this ex- 
perience. There is hardly a public of- 
ficial but employs a deputy or clerk, or 
an assistant or subordinate of some 
kind. If he cannot take his pick of men 
because of the stress of conditions, he 
will, like all other employers, be forced 
to take what he can get and the risk 
to the surety on his official bond is en- 
hanced accordingly. 

te * a 

Just now when gener- 
al business conditions 
are so unusual, it is 
necessary for the man 
in the field to avoid 
fetting wrong impressions. Whatever 
information comes in to the home of- 
fice from the field concerning condi- 
tions which influence the production of 
business usually is in explanation of 
why results are not more satisfactory. 
The field man who is getting the busi- 
ness has little time and less inclina- 
tion to tell how he does it, and in fact 
there is very little reason for him to 
Say anything about himself or his work 
because his results show for them- 
selves. It is the fellow who is doing 
little who finds it necessary to make 
explanations. 

The Standard Accident relates a re- 


How Agent 
Killed His 
Chances 


connection 
A field man 
he was not 
His was a 


markable circumstance in 
with a certain territory. 

wrote in to explain why 
sending in more business. 


well-written letter and it explained 
clearly and with consistent reasons 
why he couldn’t get the apps, It even 


told among other things that a compet- 
itor agent, the representative of a 
company as big and well known as his 
Own, was up against it, too. It almost 
left no room for argument and anyway 
it showed that the writer was fully con- 
vinced that as far as he personally was 
concerned there wasn’t a chance. 

The remarkable part of the circum- 
stance was that in the same identical 
territory another agent was doing a 
very satisfactory business and did not 
seem to be troubled in the least by 
the conditions which the writer of the 
letter complained of. 

The significant thing about the cir- 
cumstance was that the writer of the 
letter was convinced by his own rea- 
sons and really believed that he could 
not get business. He hoped for things 
to take a turn for the better but for the 
present he would have to wait. 

Now, the point is, whatever opinions 
and belief are fixed in the mind of the 
field man, the public is bound to agree 
with them. His work in the main con- 
sists of shaping public opinion, that is, 
getting prospects to agree with his 
selling talk. If he himself is convinced 
that he cannot sell insurance, most cer- 
tainly the public will not disagree with 
him. This holds true no matter what 
the conditions may be. The public is 
not going to buy insurance unless the 
seller is first convinced that it is. H: 
has to convey his own conviction to the 
public one at a time, prospect by pros- 
pect, as he solicits them. The prospect 
may not always agree to the point of 
buying (no salesman ever succeeds in 
selling every case solicited), but the 
instance is rare where the salesman’s 
own convincing belief is not the main 
factor in getting the prospect to agree 
that the insurance is an indispensable 
necessity and that a Standard policy 
meets the requirements. 

It all resolves itself into the proposi- 
tion so aptly put by the old proverb, 
“As a man thinketh, so he is,” and it is 
everlastingly true: you yourself must 
believe that there is business for you, 
for whichever way your belief is the 
public is bound to agree with you. 

* * * 
Would Furnish Manuals Free 

By January 1, 1919, it is expected 
that the new health and accident man- 
ual will be ready. In the report of the 
manual committee of the Health. & 
Accident Underwriters’ Conference, 


signed by R. Perry Shorts, chairman 
and A. A. Clendenin, investigator, ap- 
pears the following: 


“As the expenses of this work have 
been borne directly by the Conference 
as a whole (and indirectly by the con- 
tributing company members), and with 
a view of insuring the universal adop- 
tion of this new Manual, we recommend 


that a plan be devised for furnishing 
the Conference Manual to Conference 
companies free of cost—as one of the 
items of ‘service’ of this Association 
tc ite members.” 
a * A 

The bonus winners of the New York 

downtown office of the Continental 


Casualty were given an outing by Hoppe 
& Thomson, Mers., in celebration of 
their victory over Los Angeles. 

a ce * 


Back With Massachusetts Bonding 


William C. Ejiffler has resigned as 
special agent in New Jersey for the 
Commercial Casualty to accept a sim- 


ilar position with the Massachusetts 
Bonding. He was with the Massa- 
chusetts Bonding before he became con- 
nected with the Commercial. 











W. E. SMALL, President 


PETER EPES, Agency Mgr. 


GEORGIA CASUALTY COMPANY | 


HOME OFFICE: MACON, GEORGIA 


“DIXIE AUTO POLICY” 
THE LAST WORD IN MOTOR INSURANCE 


Surplus and Reserves to Policyholders........$1,688,506.87 | 


E. P. AMERINE, Secretar} 
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The METROPOLITAN CASUALTY | 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 


47 CEDAR STREET 


CHARTERED 1874 


Plate Glass, Burglary, Accident and Health Insurance 


EUGENE H. WINSLOW, President 


Russell R. Cornell, Vice-Pres. 


S. Wm. Burton, Sec. 


Alonze G. Brooks, Ass't 


RELIABLE AND ENERGETIC AGENTS WANTED 





hoe 














THE SIGN OF GOOD CASUALTY INSURANCE 


F. J. WALTERS 


Resident Manager 
55 JOHN STREET 


HEAD OFFICE 
CHICAGO 
F. W. LAWSON 
General Manager 


Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 


OF LONDON, 





Established 1869 


London Guarantee & Accident enc Ltd. 











New York 


ENGLAND 


Elmer A. Lord & Co. 
145 Milk St., Boston 
Resident Managers 
New England 

















BUSINESS=BUILDERS 












BOSTON 
Paid-In Capital $1,500,000 





DEVELOPING 


Wi Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Meconchusette Bonding and Insurance Company 


T. J. FALVEY, President 


Write For Territory 














DEPARTMENT 


LIABILITY 


Continental Casualty 
Company 
H. G. B. ALEXANDER, President 


is now ready to negotiate agency 
connections covering all lines of 
Workmen's Compensation, Liability, Auto- 
mobile Insurance in the following states: 
New Hampshire, Vermont, Iowa, Kansas, 
and portions of Michigan, Indiana, Wis- 
consin and New York. 


Also in the various Provinces of the 
Dominion of Canada 





Premiums written 1917............. $5,500,000 
Assets over 





Address Agency Department 
910 MICHIGAN AVENUE, CHICAGO 











FARRISH’S CHOP HOUSE 


Cor. John & William Streets 
THE PLACE in the Insurance District 
to eat lobsters 


NOW IN SEASON 


Whole cold lobster 75c. 
Whole broiled lobster 85c. 











American 
Surety 
Company 


100 BROADWAY 


Fidelity and 
Surety Bonds 








of New York 














Burglary Insurance 
sail 
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New York Life Insurance Co. 


lates: 2 
"THE TRAVELERS FIVE YEARS OF EFFICIENT SERVICE 


INCLUDING 
INSURANCE Ki INDEMNITY THREE AND ONE-HALF YEARS OF WAR TIME 


COMPANY COMPANY 
HARTFORD, CONNECTICUT 
































During the Five Years ending December 31, 1917, the New York Life 


| eee eeeerr rr: Cre $667,884,000 
Pe I Soe vesccvsccorscsemewces 382,875,000 
WRITE THE GREATEST VOLUME OF merase Ha WOSSUTOSS..... ccc cccrccccdevve 215,272,000 ' 
Increased its Insurance in Force.............. 503,535,000 i 
GUARANTEED LOW COST LIFE INSURANCE THE BUSINESS OF 1917 EXCEEDED THAT OF 1912. 
AND I ree hn ios deck wp pie aa apie ae eames nye 
In Amount Paid Policy-holders............... 5,337,000 
CASUALTY INSURANCE et ee CN a i aoe Kansas anenaaeaopene 119,917,000 





OPPORTUNITY TO SUPPLY THESE INSURANCE 
—_ The increase in Business and Resources in Five Years equals the 


NEEDS GUARANTEES AGENTS THE BROADEST Business and Resources of a very substantial life insurance company, 
FIELD AND THE LARGEST INCOME. and this new Company is returning to policy-holders 92 per cent. of its 

entire income. It is also adding forty million dollars a year to its re- 

sources and one hundred millions a year to its insurance in force. 


HELPING WIN THE WAR. 


Since the war began, in August, 1914, the New York Life paid to 
December 31, 1917, 998 war losses amounting to $3,007,223. There were 
=— ——— 228 reported losses for $607,084 awaiting proof on December 31. The 
Company had so carefully guarded itself against extra mortality by 
e e reason of war that, notwithstanding the world-wide character of the con- 
A C l f flict, the percentage of its actual to its expected mortality has not been 

merican entra 1 e appreciably affected. This percentage for 1917 was 70.85—the lowest 
of any year since the Company has kept complete mortality statistics. | 


Insura The Companv owned Liberty Bonds on January 1, 1918, to the 
nce Company amount of $12,075,000, and subscribed for $20,000,000 of the Third 




















: Liberty Loan. 
There are Four Hundred and Twenty-six Stars in the Company’s 
INDIANAPOLIS, INDIANA Service Flag, and one of the Home Office boys—Frank J. Brandreth, of 
the Rainbow Division, has already won the French War Cross. 
Established 1899 The Company has afforded the Government every assistance in its 
power in formulating and carrying out the plan of Government Insur- 
ance on the lives of soldiers and sailors. Agents are forbidden to accept 


‘ P applications f soldiers sailors Ss > alres 
All agency contracts divect with the company ee ae ee sailors unless they have already taken the 


EVERY MAN’S BUSINESS. 


Just now it is every man’s business to Help Win the War. Our 
HERBERT M WOOLLEN P id daily occupations are incidental; winning the war is our real business. 
+ , resident Winning the war is our real business because back of that lies the 
chief and ultimate purpose of life—making the world a safe place for 
= women and children. And that is the aim of Life Insurance in war time 

— —_— and in time of peace. 
The Government has recognized this in the provision made by life 
THE WESTERN AND SOUTHERN LIFE INS C0 insurance for the families of those who die or are disabled in the service. 

* . The man who stays at home and does less is a slacker. 

W. J. WILLIAMS, President Organized 1888 CINCINNATI, OHIO 


The Largest Industrial Company Also Issues All Standard Forms NEW YORK LIFE INSURANCE CO. 
_ West of the Alleghenies of Ordinary $500 to $10,000 DARWIN P. KINGSLEY, President. 


A Record of Thirty Years of Progress 
TEN-YEAR PERIODS 


Address: 





























Insurance Policies 
pee. stm... Api 9!" Bape, income Iaowed PENNSYLVANIA OPPORTUNITY 
UE cnecsce 714,290 6,619,653 i CLEC OHE CIE ROTED Pony aoe If you are interested in making a permanent connection with an old well estab- 
ee 2,916,339 BOM Stn byt ara lished company with a progressive management and an unequalled dividend record, 
_1917..... z - 14,008,422 _ 115,099,897 =, ca: a as a sy eel Snes -it will be to your interest to investigate our proposition. 
AGENTS WANTED in the Principal Cities of Ohio, Kentucky, ; Address, PERMANENT, 
Michigan, Indiana, West Virginia and Western Pennsylvania Care of The Eastern Underwriter, 105 William Street, New York City 






































= 
Over $155,000,000.00 


Losses Paid in the United States 












San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 






Liverpool 

am Eondon 
am Globe 
Insurance Co. 


CIMICED 











HENRY W. EATON, Manager 

HUGH R. LOUDON, Deputy Manager 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 












U. S. Cash Assets, Dec. 31, 1917 $16,153,068.57 
Surplus - - - - 4,793,978.55 
Losses Paid by Chicago Fire, 1871 3,239,491.00 
Losses Paid by Boston Fire, 1872 1,427,290.00 
Losses Paid by Baltimore Fire, 

1904 - - - - - 1,051,543.00 






NEW YORK OFFICE 
80 William Street 




















